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SHARE OUR unchease 


EASY WASHER sales (and shipments, 
too) for first 8’2 months equalled whole 
year of 1934. 





EASY WASHER sales, shipments and 
production were all greatest in Septem- 
ber for any month in Easy’s 58-year 
history. 


EASY DEALER business is, accordingly, 
30% ahead of last year. 


EASY DEALER business for the final 
quarter will be double last year's—or any 
other year’s—final quarter, we confidently 
believe. ) 


LET US TELL YOU WHY... 


Write, phone, or wire Easy’s nearest rep- 
resentative or L. R. Boulware, General 
Salesmanager, Easy Washing Machine 





Corporation, Syracuse, N. Y. 


EASY 
WASHERS 


&IRONERS 
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Just AMONG OURSELVES 


Competition— 

For some time hardware dis- 
tributors have very thoughtfully 
discussed mail order and chain 
store competition. Very properly, 
much discussion has centered on 
the unfairness of manufacturers 
who sell these two competitors at 
preferential prices. Such inequali- 
ties in cost prices make it almost 
impossible for wholesalers to put 
retailers in the competitive pic- 
ture. Too often, the dealer’s buy- 
ing price is exactly, or close to, 
the mail order store’s selling price 
on apparently identical merchan- 
dise. Such instances are many and 
are known and cannot be disputed, 
or argued away by claims for bet- 
ter quality, etc. Various phases 
of this problem are well known 
to all hardware men. However, 
there is also another factor in the 
costs side of the competition story 
—a factor not previously given 
much, if any, consideration. From 
a prominent manufacturer, mak- 
ing a basic hardware store line, 
we have an experience record 
which merits careful thought 
throughout the industry. 


Conversion— 


This manufacturer tells us an 
interesting story of complete re- 
vision in his sales distribution 
policy. For many years, his en- 
tire line of hardware was sold to 
one or two of the largest mail 
order firms. About four years ago 
he desired to seek entire distribu- 
tion through wholesale-retail hard- 
ware channels which he is now 
doing. He says, “We are much 
happier with the jobber-dealer 
hardware trade set-up than we 
ever were with the mail order 
firms. We have a better means of 
distribution and we no longer are 
dependent solely on one or on two 
outlets. On the other hand, we 
are facing a much different sell- 
ing cost and experience than we 


had before. We had to give the 
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By CHARLES J. HEALE 
Editor, Hardware Age 


jobber a much longer discount, 
cutting down our margin. 


Contrast— 


“With hardware jobber distri- 
bution,” this manufacturer con- 
tinues, ““we must furnish free cata- 
logs; special catalogs at half 
price; newspaper mats by the 
thousands; cuts by the thousands; 
special photographs and expensive 
art work; pay for pages in job- 
bers’ catalogs and an expensive 
national consumer advertising 
campaign, as well as sales help 
in various territories at a consider- 
able expense and are asked to 
share the cost of the jobber’s 
exhibit spaces at conventions. 
Whereas, with the mail order 
houses we were not called upon 
to face this expense. We photo- 
graphed nothing, did no art work, 
furnished no catalogs, did no con- 
sumer advertising—in fact had 
no such cost or request at all, but 
we were forced to do so for the 
jobber and, of course, all this has 
raised our manufacturing cost con- 
siderably, making it necessary to 
raise our list prices.” 


“The Gimmes”— 


Concluding his story, this manu- 
facturer says too many wholesal- 
ers have the “gimmes” and thus 
stand in their own light as an 
obstacle for meeting current com- 
petition. The cost of requested 
services as mentioned must finally 
be reflected in prices and so the 
jobber really is paying for these 
costly extras he demands. This is 
also true when retailers demand 
extra services, broken packages, 
too frequent deliveries and ser- 
vices, and long drawn-out ac- 
counts in their dealings with 
wholesalers. For it must always 
be remembered that the buying 


costs imposed by the dealer are 
reflected in the selling costs of 
the wholesaler and the same prin- 
ciple is true when the wholesaler 
buys from the manufacturer. 


Collection Racket— 


A new racket is being worked 
on the collection of old accounts. 
A Pennsylvania hardware dealer 
got caught badly and paid through 
the nose for not carefully reading 
a collection agency contract be- 
fore he signed it. Accustomed to 
a collection agency contract where- 
in the agency takes a share of 
COLLECTED MONIES this dealer 
hastily signed an agreement to pay 
a percentage on all old accounts 
LISTED. Instead of paying 40 
per cent (or $80) on $200 ac- 
tually collected by the agency, he 
had to pay 40 per cent (or $440) 
on $1,100 worth of past due ac- 
counts listed with the agency for 
collection. This contract is tech- 
nically legal. It clearly states the 
arrangement, but is, of course, 
morally wrong and inequitable. 
It is a “heads I win, tails you lose” 
kind of a deal. Our readers are 
again urged to be more careful in 
signing contracts particularly 
with persons and firms previously 
unknown. Any reputable collec- 
tion agency will be pleased to 
submit its contract to your at- 
torney for scrutiny and will wel- 
come the privilege of furnishing 
nearby references. 


Safeguard— 


In practically every locality 
there are Better Business Bureaus, 
a Board of Trade, Chamber of 
Commerce or some similar group- 
ing of business men available for 
hardware dealer membership. To 
such units, all proposed collection 
agency contracts should be sub- 
mitted for approval. It will safe- 
guard against losses sustained 
through the signing of inequitable 
contracts and will be a real bless- 
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ing to all business men in the 
territory served. There are a suffi- 
cient number of reputable collec- 
tion agencies in this country who 
handle all past due accounts for 
the retail hardware trade. Be sure 
your arrangements are with such 
an agency before you sign your 
name. 


More Rackets— 


This is, also, the open season 
for Christmas Gift Assortment 
Deals which are tricky. These 
schemes take various forms. Our 
advice is DON’T SIGN UP WITH 
ANYBODY YOU DON’T KNOW. 
For every dealer in this business 
there are ample sources of sup- 
ply for gift goods available 
through known and reputable 
wholesaler channels. There is no 
excuse for getting caught in any 
of these rackets when you can 
get chinaware, glass ware and 
everything else you need for gift 
or regular sale from any estab- 
lished well-known firm. Yet every 
year plenty of dealers are played 
for suckers despite the warnings 
which are constantly issued by the 
trade journals and the trade asso- 
ciations. 


Hardware Age Special— 


Manufacturers and wholesalers 
planning to attend the Atlantic 
City Convention should immedi- 
ately make their reservations at 
hotels of their own selection. 
Practically all the convention ho- 
tels report heavy registration, 
heavier than for many years. 
There are two other major con- 
ventions at Atlantic City the same 
week as the hardware convention, 
October 19 to 24, which compli- 
cates matters for those who have 
not as yet made their arrange- 
ments. The Harpware AcE SPE- 
CIAL will again run from Chicago 
to Atlantic City without any an- 
noying changes at North Phila- 
delphia. It will be a through 
train, leaving Chicago Saturday, 
October 19, at 2 P. M., and ar- 
riving in Atlantic City Sunday 
morning about 9 o’clock October 
20. The train will again be via 
Pennsylvania Railroad with con- 
necting special cars for convention 
delegates from Cleveland, St. 
Louis, Indianapolis, Pittsburgh 
and other points. Circulars giving 
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full details, special round - trip 
identification certificates, plan, 
etc., are available from this publi- 
cation or from your nearest travel 
agent. From any western point, 
delegates may be routed “via 
HarpwareE Ace SPECIAL,” which 
will bring them in contact with 
their many friends and save them 
the annoyance of lugging baggage 
around the North Philadelphia 
Station. For family parties spe- 
cial cars have been set aside to 
provide a maximum of conveni- 
ence and the privacy desired. It 
will be a completely air-condi- 
tioned, modern equipment train 
with every facility provided for 
the entertainment and enjoyment 
and comfort of the delegates. All 
aboard for the HarpDwaRE AGE 
SPECIAL. 


Half Century— 


Elsewhere in this issue is the 
first announcement of the Harp- 
waRE Ace FIFTY-YEAR CLUB. 
Membership is available to any 
man or woman who has been in 
the hardware business for 50 years 
or more—in the retail, wholesale 
or manufacturing end. There are 
no dues, assessments nor obliga- 
tions. If you are eligible let us 
hear from you and if you know 
of others who should be recorded 
please send in their names. 


Apathy— 


Several states have passed price 
control bills. These so-called ‘Ju- 
nior Capper-Kelly laws legalize 
intra-state price contracts between 
buyer and seller. Under the omni- 
bus or blanket contract plan in- 
dividual contracts are not required 
in most states. The distribution of 
“price-contracted” goods within 
the state implies a contract 
throughout the state under the reg- 
ulations imposed in any single 
contract held by the producer with 
a distributor. In one state with 
such a law, more than 3000 ques- 
tionnaires were sent to hardware 
dealers seeking suggestions for test 
items and asking for data on the 
specific price problems faced 
which might be cured by price 
maintenance enforcement under 
the new law. The association han- 
dling this survey received exactly 
three answers from the 3000 ques- 


tioned. and these three provided 
nothing other than superficial ap- 
proval of the idea. Within that 
state I know at least 200 dealers 
who have been very vocal at con- 
ventions demanding price parity 
with chains, demanding some ac- 
tion to protect them against un- 
fair price cutting, etc. Such laws 
provide the elements of price con- 
trol, but there must be some in- 
terest -and action by the dealer 
groups to exercise these oppor- 
tunities. In the same state drug- 
gists have actively supported the 
price maintenance idea and have 
reasonable price control on sev- 
eral leading drug specialty lines 
which had previously been well 
known loss leaders with the 
chains. If this apathetic attitude 
is at all typical of retail hard- 
ware interest in organized effort 
to obtain price parity and control 
the future of the hardware busi- 
ness is not healthy and the oft- 
expressed desire along such lines 
is merely so much lip service. 


Sales Tax Methods— 


There are four distinctly differ- 
ent methods in use by the several 
States imposing a retail sales tax. 
Missouri uses paper disc tokens 
of 1-mill and 5-mill denomina- 
tions, about the size of and dub- 
bed “milk bottle caps.” Other 
states use a small metal disc in 
the same amounts, usually square 
and smaller than a dime. The 
most popular method is a straight 
currency levy which is often un- 
fair on the smaller purchases. 
Ohio has a stamp plan, prepaid 
by the dealer and charged to the 
consumer at the point of sale, and 
fastened to the merchandise. The 
Ohio plan is the easiest and elimi- 
nates costly and bothersome book- 
keeping by the merchant and saves 
public expense for auditors, etc. 
The stamps are sold by the State 
of Ohio and that is the end of 
the government’s collection prob- 
lem. However, the exemption on 
“tools of trade” is proving a loop- 
hole. For example, according to 
the letter of the law, a farmer buys 
a hoe or rake and the sale is tax 
exempt. The householder buying 
the same hoe or rake must pay 
the sales tax. As an obvious re- 
sult Ohio has more “farmers” and 
“mechanics” than ever before. 
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Hardware Curiosities 


By ROBERT PILGRIM 
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, F GLASS STRONG AND FLEXIBLE 
3,510 FEET UP INA WHEELBARROW! A GARAGEMAN OF, Bau oe RT 
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BELLS FOR THE BELLES/ THE ROLLE-WIBGER, 
OR BELL-WOMEN OF THE SWI6S ALPS CELEBRATE 
THE COMING OF SPRING BY WEARING 
COSTUMES DECORATED WITH MANY HEAVY BELIS. 
THE FANTASTIC HEAD-DRESS CONSISTS OF A WIRE 
FRAMEWORK DECORATED WITH VARI-COLORED BEADS 
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JOE FARRELL 


Items are displayed on a special fixture constructed 
around four sides of a column in the center of the store 


The jewelry repair shop at 
the front left as you enter 
the store, and on opposite 
page the lending library. 








In a Larger Store at Less Rent, West Hartford, 


Increased Store ‘T'rattic 


By MacDONALD WITTEN 


Associate Editor, Hardware Age 


REATLY increased store 
(s trafic, improved business. 
much larger quarters, and 
a considerable saving in rent are 
four important advantages 
achieved by the Colonial Hard- 
ware Co., West Hartford, Conn.. 
in its new store. The firm has been 
established about seven years. As 
the store prospered its stock was 
steadily enlarged. A year ago it 
became apparent that the original 
single-store building had become 
inadequate. The expanded stock 
could not be properly housed or 
efficiently displayed. 

A double-store building was 
available, a few doors up Farm- 
ington Avenue from the com- 
pany’s original location. How- 
ever, the building really provided 








ir shop at 
you enter 
a opposite 
library. 
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Conn., Firm 


and Sales Volume 





Colonial Hardware Co., W est Hartford, Conn., teams 

up with lending library and watch repair shop to 

increase store traffic and reduce store rental. Con- 

centrate buying with two wholesalers to permit effort 

and time for doing a real selling job inside and 
outside of the store. 


more floor space than was actually 
needed by the store. An unusual 
idea solved the problem. Small 
space on both sides of the front 
of the sales floor was sublet to a 
lending library, and to a watch- 
maker. Adequate space still re- 
mained to accommodate the store’s 
stock in an efficient manner. 

The income received from this 
subletting of space was equiva- 
lent to a substantial reduction in 
the rent the store would have re- 
quired to pay for exclusive occu- 


pancy. The three enterprises to 
this agreement have carried on in 
perfect harmony, and have shared 
alike in one very important ad- 
vantage—greatly increased store 
traffic. 

Joe Farrell and Ted Brazel, 
partners in this business, believe 
that their chief function as _ re- 
tailers is to do a constantly bet- 
ter selling job. The store is ar- 
ranged to facilitate selling and 
to encourage second and _ third 
sales. All goods are well dis- 
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TED BRAZEL 





played in the open and have visi- 
ble price tags. Realizing that all 
profits come only from sales that 
are made and that increased store 
traffic is the forerunner of greater 
sales volume, these merchants con- 
centrate their buying with two 
wholesalers. Except for one or 
two major high volume lines on 
which they hold agencies the two 
jobbers get the business. One 
wholesaler gets the bulk of their 
purchases. As a result, Joe and 
Ted have time and energy to do 
more selling and are now develop- 
ing an important extra revenue 
volume from regular outside sales 
efforts. Their account being 
worth while to these wholesalers 
these partners naturally are in 
position to demand and obtain 
instant cooperation in meeting 
competitive situations, can always 
be sure of unusually prompt ser- 
vice, and when needed any extra 
services are cheerfully extended. 
This arrangement enables the Co- 
lonial Hardware Co. to control its 
inventory investment and provides 
them with the machinery for real- 
izing a favorable turnover on 
their goods and their money. 
Many people who had never 
visited the store in its former loca- 
tion came in to rent books from 
the lending library, or to have 
the watchmaker repair their time- 
pieces. A goodly percentage of 
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them were impressed by the store’s 
complete and well displayed stock. 
Reminded of their needs by the 
articles on display, they made 
purchases, and any number have 
since become regular customers. 
Like benefits were received by the 
watchmaker and the lending li- 
brary, as they developed new cus- 
tomers from among the hardware 
store’s regular patrons. The busi- 
ness of all three enterprises has 
shown a healthy increase over that 
enjoyed when each was maintain- 
ing a separate establishment. Op- 
erations are also more profitable 
as overhead has been reduced for 
all three. 

The lending library is contrib- 
uting most to increasing store 
traffic, as it has about 300 books 
out each week. This brings 300 
extra prospects into the store. 
Naturally some of the book 
rentals are made to persons who 
have been regular customers of 
the store for some time. The store 
soon discovered, however, that 
most of the lending library’s pa- 
trons were “strangers” who had 
never visited the store in its old 
location. Another very helpful 
feature of the lending library is 
that its best season for book 
rentals is during the winter 
months, when this hardware 
store’s activity is at low ebb. Read- 
ing being a most popular winter 
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diversion, the sales the store 
makes to those whose original in- 
tention was “just to rent a book” 
helps materially in bringing vol- 
ume up to satisfactory levels. 

On an average 75 people visit 
the watchmaker every week. Not 
all of them bring a timepiece to 
be repaired. Some only wish to 
have their watch set, etc. The 
important thing, however, is that 
they do come into the store. This 
makes them much more vulner- 
able to the appeal of compelling 
displays of hardware and kin- 
dred lines. In order that full ad- 
vantage of the exceptional store 
traffic may be realized a special 
effort is made to keep the store 
neat, clean, attractive and well- 
lighted. 

Approximately 10 per cent of 
the library and watchmaker’s traf- 
fic buy something from the hard- 
ware stock and at least 50 per 
cent pay some attention to the 
hardware displays. 

West Hartford, as its name im- 
plies, is a suburb of Hartford and 
has a population of about twenty 
thousand. It is largely a commu- 
nity of home-owners, although it 
has a number of apartment build- 
ings. Most of its residents are 
fairly well-to-do, being normally 
employed at good salaries for the 
most part, by large insurance com- 

(Continued on page 76) 
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They Sell 
CHEAP. 
Because They 


BUY CHEAPER 








By J. E. WOODMANSEE 


Treasurer, Richards & Conover Hardware Co., 


Kansas City, Mo. 


system of the United States, 

I can in truthfulness and in 
fairness substantiate all statements 
that I make at this time. 

Generally speaking, repetition 
in conversation is odious to me, 
but sometimes it is necessary to 
forcibly and continuously bring to 
those who control a situation the 
facts as they exist. 

In 1907 mail order houses be- 
gan making headway. Chain 
stores became factors in distribu- 
tion in 1921. At that time this 
combination took approximately 
4 per cent of the nation’s retail 
business. Through the good years 
up to the close of 1929 a steady 
gain was made and these forms of 
outlets, at the beginning of 1930, 
were taking 21.9 of the nation’s 
retail business. 

A late issue of Chain Store Age 
informs us that through the de- 
pression years and -up to this 
time these outlets have made a 50 
per cent gain and are now taking 
33 per cent of the nation’s retail 
business. 


i my study of the distributive 
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J. E. WOODMANSEE 


Manufacturers give chains and mail order firms 
unfair buying advantages, rebates, special allow- 
ances, etc., which penalizes the wholesaler-retailer 
system of distribution. This, coupled with low-wage 
scales, enabled these competitors to take, currently, 
33 per cent of the Nation’s retail business, compared 


to the 20 per cent they had in 1921. 


It is apparent that no exact 
measurement of the relative effect 
in the growth of chain stores can 
be arrived at. It can be said, how- 
ever, that lower selling prices are 
a very substantial if not the chief 
factor in the growth of chain store 
merchandising and that lower cost 
prices than are available to inde- 
pendents are the most substantial 
if not the chief factor in these 
lower selling prices. 

The fact that the chains are in a 
position to maintain lower selling 
prices is not based altogether 


upon an actual saving in cost of 
management and operation, but, 
in my opinion, can be attributed 
mainly to a buying advantage. 

This buying advantage is 
through special discounts and al- 
lowances. The chains apparenily 
benefit to a much greater extent 
than the wholesalers by these spe- 
cial favors. 

The Federal Trade Commis- 
sion’s figures indicate that more 
manufacturers make allowances to 
chains than make allowances to 
wholesalers, and the proportion of 
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chain accounts carrying allow- 
ances is far greater than the pro- 
portion of wholesaler accounts. 

Preferential favors granted to 
chain stores result in a low net 
cost, and if continued will mean 
the destruction of thousands of re- 
tailers and wholesalers. 

The nation’s population is ap- 
proximately 129 million people. 
If the mail order houses and chain 
stores continue to increase, both 
in number and volume, in another 
decade they will reach a monopo- 
listic position. 

Right here, permit me to correct 
any impression that may exist that 
I oppose capital in big business. 

The nation successfully operated 
for 120 years before its distrib- 
utive system was in danger. Let 
us take into consideration the na- 
tion’s spending wealth. It is, I 
believe, composed of payrolls. 


Pay Lower Wages 


The Federal Trade Commission 
reports plainly state that inde- 
pendent operators pay in wages 
from 20 per cent to 25 per cent 
in excess of mail order and na- 
tional’ chain operators. Indepen- 
dently operated stores have always 
paid a living wage. A tendency on 
the part of national chains is to 
lower the wage scale, and this is 
being done by these outlets today. 
Surely this is an unhealthy con- 
dition. 

In the price study I have made 
I find preferences granted chain 
stores are as follows: 


(a) Special Prices. 

(b) Promotional Allowances. 

(c) Allowances for Broker- 
age. 

(d) Special Discounts. 

(e) Special Advertising Al- 
lowances. 

(f) Freight Allowances. 

(g) Volume Allowances. 

(h) Free Goods. 


In some of these classifications 
one can classify newspaper adver- 
tising, window display and coun- 
ter display, allowances for featur- 
ing and allowances for supposed 
performance of specific acts, such 
as insertion of newspaper adver- 
tisements, catalogs, dressing of 
windows and counters, selling pre- 
ferred merchandise instead of af- 
fording merely a free outlet for 
competitive lines and miscellane- 
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ous forms of cooperation on the 
part of the chains in the interests 
of certain manufacturers. 

The real issue that faces our 
nation is social and economic, and 
it is imperative and up to our 
nation’s manufacturers to restore 
to the independent merchants and 
business men the equality of op- 
portunity by discontinuing dis- 
criminatory favors to larger chain 
outlets, causing suspensions and 
imperilling the opportunities of 
the independents and to indepen- 
dent initiative. 


To Support Dealers 


The slide rule of economics 
proves that our people must have 
employment and must support 
themselves. The distributive con- 
ditions with which we are faced 
should be checked, and it is up 
to the independent manufacturers 
and wholesalers, through competi- 
tive prices, to support our inde- 
pendent retail dealers. 

To repair the damage that has 
been done will take years, as the 
national chains, through the pref- 
erences received, have used the 
power of the press in selling the 
consumer on the idea that these 
organizations “sell for less.” 

This was best demonstrated 
through the depression years, 1930 
to the close of 1934. Practically 
all independent operators of the 
nation were in the “red,” while 
the mail order and national chain 
stores showed a profit. Not so 
much because of better manage- 
ment, but due to preferential al- 
lowances as before enumerated. 

It is a well-known fact that these 
national organizations are rapidly 
acquiring manufacturing facilities, 


and have for several years owned, 
controlled and subsidized many 
manufacturing plants. 

The independent wholesalers 
and retailers of the nation are still 
in control of the nation’s distribu- 
tive system of all known commodi- 
ties, and have a right to expect 
the support of the manufacturers 
whom they have supported for 
more than a century. 

Never before has so much ac- 
tivity been shown in group buy- 
ing. Retailers and wholesalers are 
engaging in the practice, and as 
the wholesalers of the nation form 
combinations it will mean that 
demands will be made upon manu- 
facturers equal to favors extended 
to national chains and mail order 
houses which will lessen the prof- 
its to the manufacturers to a de- 
structive point. 

The total investment of inde- 
pendent wholesalers and retailers 
represents billions of dollars, and 
it is only natural that they should 
fight any form of distribution that 
has a monopolistic tendency. 


Factories Set Prices 


Over a long period of years it 
has been the manufacturers’ privi- 
lege to set their cost to wholesal- 
ers. The price condition does not 
prevail insofar as mail order and 
chain stores are concerned. These 
institutions are known frequently 
to set the purchase price. 

With this knowledge at hand 
our manufacturing friends may ex- 
pect a greater and continued effort 
on the part of the independents to 
demand and gain equal favors in 
order to sustain their investments 
and successfully remain in com- 
petition. 








The first complete story of the 


ATLANTIC CITY 
CONVENTION 


will be published in the next issue of 
HarpwarE AGE dated October 24, 1935. 








HARDWARE AGE 














“Our Breathing Spell’ 


By SAUNDERS NORVELL 


ELL, well, when I wrote 
quite a while ago and ad- 
vised my friend Haile 


Selassie, King of Kings, to go 
short on Ethiopia and sell out at 
the market to Great Britain, I was 
not aware that the Standard Oil 
Company had already adopted my 
idea and had Haile’s name on the 
dotted line. What excitement it 
all caused. Secretary Hull put 
Standard Oil on the carpet, and 
they canceled the contract. I 
didn’t know that contracts could 
be canceled in that manner by 
private corporations. I thought 
only civilized governments could 
cancel contracts or treaties that 
way. I wonder if Haile will sue 
Standard Oil for damages. He has 
a good lawyer, M. Jeze of Paris. 
The speech he made in behalf of 
Ethiopia was well worth reading. 
However, M. Jeze was criticized 
because his speech just at that 
time might prove offensive to Mus- 
solini. 

Last night a mining expert who 
has visited Ethiopia, also China, 
Japan and India, called on me. 
This man has traveled so much 
around the world that he has be- 
come internationally minded. 
When I talked to him about Ethio- 
pia, he just shrugged his shoul- 
ders. “Now answer me this,” he 
said. “Don’t we want progress? 
Don’t we want civilization? If 
Italy takes over Ethiopia, in 25 
years won't Ethiopia be better off 
than it is now? All the other argu- 
ments are just trivial. The march 
of civilization will not and cannot 
be stopped. Look at what hap- 
pened here in the United States. 
Would it have been better for our 
forefathers to have left this coun- 
try to the Indians? If they had, 
where would we be today? We 
would not even be able to have a 
‘breathing spell.’” 

Then he talked about China and 
Japan. “All this sympathy for 
China,” he said, “is maudlin sen- 
timentality. The Chinese will not 
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fight for their own rights. Their 
government under their war lords 
is nothing but a racket. The hard- 
working Chinese peasant is robbed 
right and left. Now say what you 
please about Japan. Wherever the 
Japanese go they insist upon law 
and order, and also a fair amount 
of justice. Look what the great 
nations did to Japan after her 
victory over Russia. They took 
all the fruits of her victory away 
from her. Japan submitted. 
“There are two sides to every 
story,” continued my friend, “and 
the Japanese side somehow has 
never been properly presented in 
the United States. It is the mani- 
fest destiny of Japan to control 
China and the East. This must 
happen. Maybe not in 25, 50 or 
100 years, but it is destiny, and 
bound to happen, and the sooner 
Japan is in control, the better for 
the worker in the field and the 
worse for the racketeer who lives 
off him.” 

Now I am writing the above be- 
cause I have written things that 
were entirely different in the past. 
The man I am quoting is just as 
familiar with the Orient as I am 
with Fifth Avenue. His views are 
worthy of consideration. 


““Bigness” 

While I have been exercising my 
privilege of breathing the last few 
days, I have been thinking about 
the opposition of the present gov- 
ernment to “bigness.” Well, most 
of the time I have felt the same 
way about it. I have always felt 
it is fine to uphold and support the 
little follow. However, I have 
been doing some thinking on this 
subject. Having a family, living 
in our own house, and having an 
office on which I have a lease, I 
have been thinking “Where do I 
get the best service? Is it from 
the little fellow, or from the big 
fellow?” Take the American Tele- 
phone and Telegraph Company for 
instance. One of their bright 


young mechanics has been string- 
ing wires all over my office. When 
he finished I was in connection 
with practically the whole world. 
Stop and think of it! He just 
brought in some wire, a few little 
boxes and the telephones them- 
selves. He made a few screw 
holes. He strung along a few 
wires. He connected the tele- 
phones, softly talked to headquar- 
ters, said “You are connected,” 
picked up his tools and departed. 
What a miracle! Where in the 
world do we get better service than 
our telephone service? And when 
we are irritated and angry and 
talk rough over the telephone, 
where do we get such courtesy and 
consideration ? 

Then there is our electric light. 
Again what service! People press 
a button and they expect a light 
immediately, any hour of the day 
or night. They never stop to think 
what such service means. On a 
bright, sunshiny day in New York 
practically all of the electric lights 
are turned off. Then storm clouds 
roll up and it becomes dark. Im- 
mediately everybody, millions of 
people, turn on their lights. Now 
these lights are nothing but elec- 
tricity, and electricity is nothing 
but power. Did it ever occur to 
you what it means to have a light- 
ing system so adjusted that in a 
minute the whole system can 
change from a comparatively 
small amount of power to an 
enormous quantity of power. The 
story of how this is done would 
make an article in itself. Now, for 
instance, in New York there are 
certain peak hours for the use of 
electricity. These hours naiurally 
vary in summer and winter, but 
roughly speaking they are from 
seven to nine o'clock in the eve- 
ning and seven to nine in the 
morning. 

The electric companies that sup- 
ply New York have their own 
power houses here in New York, 
but they get the extra power they 

(Continued on page 90) 


33 











Tomorrow 
— this may 
be the ex- 
perience of 
your deliv- 
ery driver, 
and the dam-. 
ages may be 
great — not 
only to life 
and prop- 
erty, but to. 
your busi- 
ness reputa-. 
tion. Martin 
J. Koitzsch 
tells howyou. 
can 


Cut Your Accident Costs 





Underwood & Underwood 


O-ACCIDENT drivers are 
| \ money makers, be they 
drivers of one truck or 
fleets of two or 1000 trucks. It is 


within the ability of every hard- 
ware dealer, large or small, to 
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develop and capitalize this type 
of driver. 

While great progress has been 
made during recent years to re- 
duce the high cost of accidents, 
there is still plenty of room for 


even greater and more universal 
achievements. Unfortunately many 
operators for divers reasons have 
not seen fit to give the matter the 
attention it deserves. Perhaps the 
chief reason for this disregard lies 
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in the fact that they do not appre- 
ciate the costly significance of 
accidents, or in what manner and 
how much accidents actually are 
costing them. 

Accident cost is both indirect 
and direct, with the former often 
considerably greater than we sus- 
pect. Damage to business reputa- 
tion is a form of indirect accident 
cost. Business reputation, like 
character, takes years to build up; 
yet moments may destroy it. As 
for direct cost, an insurance policy 
does not pay all losses incurred 
by accidents. Unless covered for 
collision, insurance does not pay 
for damage to your own vehicles 
or accident repairs. Besides, high 
accident experience costs money 
in high premium rates. Another 
direct cost is the hiring of tem- 
porary drivers, unfamiliar with 
the routine of work, to replace 
men injured, involving loss of 
time for their instructions, etc. 
The hiring of temporary vehicles 
to replace those towed in for re- 
pairs is another direct cost. 
Finally, losses resulting from de- 
lays in delivery must be con- 
sidered as a cost. 

Aside from the humanitarian 
standpoint, which in itself justifies 
the expending of effort to reduce 
accidents, these cost elements show 
why any plan designed to prevent 
accidents pays. That accidents 
can be curtailed, life and money 
saved by proper control and 
management is no idle fancy. 
There are too many excellent ex- 
amples to the contrary. And that 
it is not hard to set up and follow 
through a no-accident plan is 
equally true. Excellent testimony 
to the fact is available in any big 
city today. 

There are many plans, but prob- 
ably the most effective plan, 
according to the experiences of 
a large number of truck operators, 
is one that combines mechanical 
safety, supervision and education. 
But no plan, however good, can 
be successful unless safety is taken 
seriously by every person in the 
shop from the proprietor down; 
otherwise interest, the life-blood 
of the plan, will not be trans- 
mitted to subordinates. Further- 
more, a safety effort, or, in the 
case of retailers who operate a 
small fleet of trucks, a safety cam- 
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paign, should not be contemplated 
unless done so with the idea of 
permanency. A short-lived effort 
is of little value—to get results it 
must be continuous, carefully 
planned, with occasional special 
features sprinkled in to reawaken 
interest. 

The purpose and effect of a 
campaign should be: (a) to pre- 
vent loss of life and limb on the 
part of both employees and the 
public; (b) to minimize property 
damage and keep vehicles in use; 
(c) to reduce the cost of damage 
claims or liability insurance; (d) 
to reduce the cost of claims by 
employees or compensation insur- 
ance; (e) to make the driver’s job 
more interesting and _ attractive 
through contests, bonuses, etc. 


A Workable Plan 


Here are the important items 
of a workable plan already in use 
by many operators. They apply 
with few exceptions and with 
slight modifications to all con- 
cerns, whether they be small, em- 
ploying from two to ten drivers, 
or large, with hundreds of drivers 
on their payrolls. Each item will 
be taken up and discussed sepa- 
rately and briefly: 


The Plan— 

1. Maintaining safe equipment. 

2. Proper supervision. 

3. Selecting and instructing new 
men. 

4, Arranging safety talks. 

5. Setting up standard rules for 
safe driving. 

6. Keeping accident records of 
drivers. 

7. Investigating accidents. 

8. Exercising discipline. 

9. Utilizing safety posters. 

10. Awarding prizes. 


Proper condition of vehicles is 
of prime importance. Mechanical 
parts having to do with safe driv- 
ing, deserve more frequent and 
careful inspection than they usual- 
ly get. For example, brakes 
should be tested daily and linings 


. should be removed before they 


become so badly worn as to be- 
come dangerous. Proper head- 
lights are vital to safety. Bad 
bulbs should be replaced prompt- 
ly and headlamps should be 
properly focused. 


One man should be made re- 
sponsible for all safety work. In 
small organizations, the proprie- 
tor; in larger, a man may be 
assigned. Whoever he may be, it 
is this man’s duty to keep in close 
touch with every detail of the pro- 
gram. Briefly his duties will be: 

To check up on unsafe practices. 

To secure cooperation of 
drivers. 

To recommend mechanical im- 
provements and follow them up. 

To supervise safety bulletin 
boards. 

To arrange safety meetings. 

To investigate serious accidents 
and near accidents. 

To keep records and prepare 
reports on accident experience. 

New employees should be care- 
fully selected with respect to 
physical fitness, knowledge of 
work or capacity to learn, charac- 
ter and responsibility. A fair 
idea as to these characteristics can 
be determined by questioning 
along the following lines: Has the 
applicant physical strength and 
endurance to operate a truck with- 
out serious fatigue? Is he subject 
to epileptic fits or fainting spells? 
Is he addicted to the use of liquor 
or drugs? Has he an adequate 
“bump of caution” or foresight? 
Is his “reaction time” sufficiently 
low to respond quickly in an 
emergency? Is his eyesight and 
hearing good enough not only to 
get signals and judge distances, 
but to be immediately aware of 
everything that is going on around 
him? An estimate as to general 
reliability can be obtained by 
probing the applicant’s personal 
history. Character references may 
be required. Physical examina- 
tions also are of great value. 

Every new driver should be put 
through a training course. (See 
installment No. 5 on hiring and 
training drivers.) An excellent 
plan of training in large or small 
organizations is to place the new 
man for a definite period under 
the tutelage of an experienced 
driver who also has the ability 
to impart his knowledge. If at 
the end of this period he has not 
proved his ability to handle a 
truck safely he should either be 
laid off or placed in some other 
department. 

(Continued on page 74) 
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ALF A CENTURY of service in the hard- 

ware industry, or in any business, is a 

record of which any man might well be 

proud. It is an achievement that comes to too few 
of us in the scheme of things. The hardware indus- 
try is blessed with the accrued wisdom which comes 
to men who have spent fifty useful and active years 


in the business. Such men merit some special rec- 


ognition and the appreciation of the entire indus- 
try. To that end the HanpwarE AcE FIFTY-YEAR 
CLUB dedicates itself—a new organization with- 
out dues, obligations, rituals, conventions or as- 
sessments. Men who entered the hardware business 
prior to 1885 are eligible and are here invited to 
provide their most recent photographs, with a brief 
history of their business records for inclusion in 
the club roster which will be published in the pages 
of this publication. It is not necessary that mem- 
bers be continually with one company since that 
time, but merely that on or before the year 1885 
they started in the business and have stayed in it 
50 years or that if they retired they have a 50-year 
record in the retail, wholesale or manufacturing 
end or in a combination of connections in two or 
all three of these phases of the hardware industry. 
HarpwakeE AGE salutes these half century veterans 
and will welcome additional members— 
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J. A. WARNER doesn’t ad- 
mit that that he has any hobby, 
but his friends know that he has 
and that it is the wholesale hard- 
ware business. He has been as- 
sociated with the Wyeth Hard- 
ware & Manufacturing Co. of 
St. Joseph, Mo., since 1885 and 
is now 68 years old. He is Trea- 
surer of the company and follows 
every detail of his job with in- 
finite care day after day. He is 
known throughout the Missouri 
River country as one of the best 
posted hardware men. He has 
been a member of the Execu- 
tive Committee of the National 
Wholesale Hardware Association 
for many years and has attended practically all major con- 
ventions of manufacturers and wholesalers. His advice is 
often sought and always appreciated on hardware distribu- 
tion problems. Although he has never held any political 
or public office, he is a leading citizen of the town and a 
Vice-President of the Morris Plan Company. 





J. A. WARNER 


JAMES A. CARROLL is dean 
of all hardware jobber catalog 
men. To him goes the credit for 
the first hardware jobber’s cata- 
log in which effort he started in 
1889, although he had been with 
the company for seven years pre- 
vious as an office boy for the 
late and great E. C. Simmons. 
He has been with the Simmons 
Hardware Company continuously 
since August 2, 1882, has been 
through the buying, stock and 
printing departments and other 
activities of the organization and 
is very active in advertising 
circles. He is a director of the 
Simmons Hardware Company of 
Missouri and for many years has been a member of the 
Executive Board of the Advertising Club of St. Louis, 
where he is a frequent speaker on advertising subjects. 
As department manager of the company’s catalog and 
printing department, he is recognized as an authority on 
wholesale hardware advertising and printing methods and 
many of his ideas have been accepted as standard prac- 
tices by wholesalers throughout the country. At 70 he is 
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FIFTY-YEAR CLUB 


active, healthy and keen to talk about more and better 
advertising for the hardware trade. 





CHAS. H. DEDAKER, who is 
79, finds his greatest enjoyment 
in his automobile, which he con- 
tinues to drive himself. He is 
Purchasing Agent of The Enter- 
prise Mfg. Co. of Pa., with which 
company he has been associated 
for sixty years, thirty years of 
which were in the Accounting or 
administration end of the busi- 
ness. He has been purchasing 
agent for the past twenty years 
as a result of his experience in 
cost findings and related auditing 
work. His first hardware job was 
with James M. Vance & Co., Phil- 
adelphia, Pa., from the period 
CHARLES H. DEDAKER 1872 to 1875. When he first 
joined the Enterprise Mfg. Co. he went to work as an 
office boy for its president, the late T. Henry Asbury. 





HOUSTON DUDLEY has been 
in the hardware business all his 
life. And since 1883 has been 
connected with the same firm. As 
president of Gray & Dudley Co., 
Nashville, Tenn., manufacturers 
of stoves, ranges, etc., he is easily 
the veteran in this field. The 
business was originally the Gray 
& Dudley Hardware Company, a 
flourishing wholesale business or- 
ganized in 1862. During that 
time many real selling stories 
have been told about Mr. Dudley 
and every one of them is true for 
he has been a master salesman 
all his life. He is a past presi- 
dent of the Nashville Chamber 
of Commerce, having served two terms and is now a vice- 
president of the American Hardware Manufacturers Asso- 
ciation. He is known as a prominent figure at all of the 
important hardware manufacturers’ and wholesalers’ con- 
ventions. The ladies say he is one of the best convention 
dancers in the hardware field and while he claims that 
his hobbies are walking, shooting and his two dogs, those 
who really know him are sure that his hobby is his family. 





HOUSTON DUDLEY 
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- boards and has never held po- 


particularly a grandchild. He is a life-long pal of N. A. 
Gladding, who also is recorded on this page. These two 
lovable veterans of the craft have been room-mates at 
major conventions for more years than most people can 


remember. 


JOHN E. SCHMIDT has been 
with the F. Geele Hardware Co., 
Sheboygan, Wis., since 1884. He 
is now secretary and manager of 
the business and is 67 years old. 
He has held no offices in trade 
associations, banks or Givic 


litical or public office, but has 
always been an active and inter- 
ested citizen and business man. 
His chief hobby is gardening and 
his friends report that he is a 
real gardener. JOHN E. SCHMIDT 





NELSON AUGUSTUS GLADDING probably knows 
more retailers, wholesalers and manufacturers than any 
other one man in the entire hardware industry. He is a 
veteran among veterans and is just 
plain “Gus” to a legion of admir- 
ing friends throughout the busi- 
ness. He entered the hardware 
business in 1883 with Brown Bros. 
& Co. of Providence, R. I., his 
birthplace, which specialized in 
factory selling. Two years later he 
was in partnership in a manufac- 
turers’ agency business in Indian- 
apolis and in 1886 joined E. C. 
Atkins & Co., Inc., Indianapolis, 
with which firm he has been ever 
since. As first vice-president and 
general sales manager of Atkins, he 
looks back on a Jong and successful 
career selling that company’s saws 
and tools. For 12 years he was 
connected with the southwestern division of the com- 
pany, with headquarters at Memphis, Tenn. In 1898 
he became secretary and general sales manager and at 
that time moved to Indianapolis headquarters. Since that 
time he has been in full charge of both domestic and 





N. A. GLADDING 
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foreign sales, has traveled practically the entire world in 
the interests of this company and its product and wherever 
he goes is among friends. He is a past president of the 
American Hardware Manufacturers’ Association and was 
twice president of the American Supply & Machinery 
Manufacturers’ Association. At the time of the Louisiana 
Purchase Exposition in St. Louis, 1903-4, he was a member 
of the Indiana Commission and has generally been very 
active in matters of civic interest in his city and state. 
At the present time he is a member of the Panama 
Group Committee of the Inter-American High Commission. 
For many years he has been a most prominent figure at 
annual conventions of wholesalers and manufacturers and 
has attended practically all retail conventions throughout 
the country. He is Houston Dudley’s only rival for the 
dancing and social honors of the major hardware conven- 
tions and has been a lifelong pal of Mr. Dudley, who is 
also enrolled in this club on this same page. He and Mr. 
Dudley have been room-mates at major conventions for a 
great many years and the hardware trade hopes they will 
continue this happy arrangement. Mr. Gladding’s only 
hobbies are the classical arts and books of all kinds. He 
was born on July 8, 1863. 


WILLIAM CRUMLEY HOL- 
LEYMAN has just one hobby. 
That is “work,” which a great 
many of his friends have known 
ever since he entered the hard- 
ware business in November, 1883. 
He is now 70 years old and is a 
vice-president of the Beck & 
Gregg Hardware Co., Atlanta, 
Ga. Although he has never held 
any offices of a political or civic 
nature, nor has he associated 
himself officially with banks or 
other businesses, he has long 
been a prominent citizen in 
Georgia and is a well-known fig- 
ure at the major hardware con- 
ventions for wholesalers and 
manufacturers. He enjoys a reputation for being a scrap- 
per on principles he believes are right and has more than 
once been a leading factor in important hardware dis- 
tribution discussions at the Atlantic City and Southern 
conventions. He has a reputation for being a real inspira- 
tion to the younger men who have joined his company 
and enjoys universal respect among wholesalers and re- 
tailers. 





Ww. C. HOLLEYMAN 


D. FLETCHER BARBER re- 
cently celebrated his 80th birth- 
day in company with a great 
many hardware men and their 
families. He has been in the re- 
tail hardware business since 1870 
and is a past president of the 
National Retail Hardware Asso- 
ciation, and of the New England 
Hardware Dealers Association. 
All through his business career 
he had a particular fancy for the 
builders’ hardware end of the 
business. As a result, a few years 
ago he began to concentrate the 
business of Chandler and Barber 
Co., Boston, Mass., as a specialty 
builders’ hardware business with 
show rooms which are outstanding. In his career, Mr. 
Barber was connected with A. M. Gardner & Co., from 
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1870 until about 1872 when it became Gardner & Chandler. 
When this partnership was dissolved that year Mr. Bar- 
ber became a partner and in 1888 the company became 
Chandler & Barber Co., the name under which it has pro- 
ceeded since that time. His son, Ralph F. Barber, is 
treasurer of the present company and is generally con- 
sidered “a chip off the old block” because of his love for 
builders’ hardware and his great interest in hardware 
matters generally. It is interesting to note that Mrs. Bar- 
ber has been a clerk of the corporation for many years 
and since 1900 a director of the firm. She shares with 
her husband and son the affection and regard of the hard- 
ware fraternity in New England and is equally as inter- 
ested in the progress of the business. 


SALEM J. WOLF has been a 
partner with his father, the late 
A. J. Wolf, and is now a partner 
of his son, S. J. Wolf, Jr. He has 
been in the retail hardware busi- 
ness since 1870. Starting as a clerk 
that year in the store of E. E. 
Locke, Jr., Hollidaysburg, Pa., 
he learned the trade thoroughly 
and in 1876 entered into partner- 
ship with his father, A. J. Wolf, 
in the same town. In 1882 this 
partnership was dissolved and 
Salem J. Wolf conducted the 
business by himself until 1892, at 
which time he discontinued the 
Hollidaysburg store and moved 
to Altoona. That same year in 
Altoona he acquired an interest in The Altoona Hardware 
& Supply Co., which interest he disposed of in 1899 in 
order to establish his own business, the S. J. Wolf Hard- 
ware Co. This business is still in operation with his son, 
Salem J. Wolf, Jr., as manager and partner in the business. 
Mr. Wolf is a baseball fan, but would rather go fishing. 
He holds memberships in trade and civic associations, but 
has made it a rule never to hold any offices in any such 
groups. At 81 he is active in the business and brings to it 
the full benefits of his experience acquired in 65 years 
of successful hardware retailing. 





SALEM J. WOLF 


A. J. BIHLER has spent his 
entire business career with the 
firm of James C. Lindsay Hard- 
ware Co., Pittsburgh, Pa., hard- 
ware wholesalers, of which he is 
now the president and treasurer. 
He is a former president of the 
National Wholesale Hardware 
Association and now a member of 
its Advisory Board. He has been 
active in the Pittsburgh Cham- 
ber of Commerce for many years 
and is a former director. He has 
also been a director of the Anchor 
Bank for several years and is 
known to all hardware manufac- 
turers and wholesalers for his 
active participation in the annual 
fall conventions at Atlantic City 
and Chicago. Known as “Dolph” 
to a host of friends Mr. Bihler at 66 is enjoying 
splendid health and is active in his business every working 
day in the year. He has been a student of wholesale and 
retail distribution problems for many years and his opin- 
ions are often sought and always respected in such matters. 





A. J. BIHLER 
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LETTERS 
othe EDITOR 


“We Are Lost—Unless We Come to Our 
| Senses” 


FRANKLIN, Mass.—I have read 
Mr. Norvell’s article in the June 6 
issue of HarpwarRE AcE (page 45, 
“Loss Leaders”) and find it’s gen- 
eral and one similar to many such 
articles in various trade and busi- 
ness papers. If I may say so the 
writers fail to touch upon the fun- 
damental problem. Even the class 
A morons, the readers, have by this 
time got it into their heads that the 
NRA is unconstitutional because it 
attempts Federal regulation of intra- 
state traffic. So both writers and 
readers are off on the wrong foot. 
Then I see that there is a wide- 
spread idea that the NRA and a 
code for the elimination of child 
labor and unfair business practices 
are one and the same thing. After 
listening to all this I rather marvel 
that business ever made a dollar be- 
fore the NRA came into existence. 

Let’s write down to the dumbest 
understanding! The NRA is just 
one thing: A vicious, unwarranted, 
treacherous attempt to rivet the 
chains of bureaucratic domination 
on every business man in the nation. 
To that end a grant of power made 
by a rubber-stamp Congress and 
signed by the President which gave 
to the NRA bureau such powers as 
defy every instinct of truth, justice 
and self-government, so long and 
painfully built up into what was 
once known as the American ideal. 
That grant of power, concerning 
which none of you writers seem to 
bother your heads, says in plain un- 
varnished words— 

(1) If any dispute arise in any 
business it must be heard before 
the bureaucrats in Washington, 

(2) That hearing shall be con- 
ducted irrespective of the rules of 
evidence, 


(3) The bureaucrats can reach 
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any conclusion they see fit and from 
it there shall be no appeal, 

(4) The name of any complain- 
ant shall be kept secret. 

An exceedingly feeble imagina- 
tion should be able to picture what 
would happen in business if that 
power were ever fully established. 
Compare it with the lumbering old 
Constitution and see if you can find 
any similarity. 

In the second place, the NRA was 
to be operated on the principle that 
the only way to extricate business 
from this depression was to—in- 
crease its overhead, reduce its sales 
and confiscate its profits by taxa- 
tion! If you are past sixty years 
of age you should know that that 
is utter and complete repudiation of 
all past economic experience. 

And last, the men who have thus 
sought to betray American self-gov- 
ernment into the hands of the 
Socialist, Communist, charlatan, get- 
something-for-nothing-schemer, have 
violated each and every promise 
they ever made to the American 
people, let alone their oath of office 
to protect, defend and preserve the 
Constitution. 

Here is a text worth thundering 
about! 

These men would betray our Con- 
stitution, sell us into political 
slavery, establish our business on 
impossible insecurities, make more 
wealth by destroying it; and while 
doing it make no pretense of hiding 
their own absolute unreliability in 
word or deed, past, present or fu- 
ture! 

What species of insane indiffer- 
ence to the noblest value of life— 
liberty—can cause Americans to ac- 
cept this dastardly nonsense? What 
has happened to men like you who 
have a hand in forming public opin- 





ion? By the living God! if we 
don’t come to our senses soon we 
are lost! 
Think! 
ArtHuR A. TUTTLE, 


Kingman Hardware Co. 





Credit—Liability or Asset? 


Brooxtyn, N. Y.—The granting 
of credit from a financial standpoint 
is one of the greatest problems that 
business men face. 

Credit can be a liability or an as- 
set depending jointly on the judg- 
ment of the one who extends the 
credit and the performance of the 
other who accepts the credit. 

Credit is a tangible asset that 
is built on faith, character, reliabil- 
ity, experience and ability. The 
granting of credit means the loaning 
of money or its equivalent and a 
day for payment comes no matter 
how sugar-coated the appeal for 
credit might be. 

Without credit, systems of govern- 
ment could not exist nor could busi- 
ness or individuals function. 

Wise credit builds while foolish 
credit breeds speculation and loss. 

The buying of stocks, bonds, mort- 
gages, merchandise, etc., are simply 
systems of credit and should bear 
analysis from the standpoint of 
credit. 

Credit must be largely regulated 
by the laws of supply and demand. 
A town that builds a school or pub- 
lic building that discounts too large 
a future growth is playing loose 
with credit. This is also true of 
the business that builds too far be- 
yond its normal demand. 

The cheap credit of the stock mar- 
ket boom days of 1929 is one of 
the causes of the present depression 
and the great shrinking of values. 

Today, governments — national, 
state and the smaller divisions—are 

(Continued on page 88) 
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Certified Portable Lamps 


Offer Exceptional Opportunity 


ERTIFIED portable lamps 
offer the hardware trade an 
exceptional opportunity for 


extra sales and profits, as there is 
an active campaign under way to 


focus public attention on the 
greater efficiency of such improved 
lighting equipment. Lamps certi- 
fied by the Illuminating Engineer- 
ing Society (I.E.S.) are identified 
as I.E.S. Better Sight Lamps and 
are the most effective sight saving 
lamps ever devised. Tests of un- 
certified lamps studied preliminary 
to the certification program indi- 
cated that many portable lamps 
developed only from 1 to 331/3 
per cent efficiency, for reading and 
seeing. Although the campaign to 
promote certified portable lamps 
has been under way but one year, 
more than 500,000 units have been 
sold. 

Through a very extensive educa- 
tional campaign, now under way, 
in which many interested groups 
are participating, additional pub- 
lic interest will be aroused for cer- 
tified portable lamps. As a result 
of these promotional efforts those 
who are most closely connected 
with the activity are confident that 
more than one million I.E.S. lamps 
will be sold this year. 

The percentage of this million 
lamps that will be sold by hard- 
ware merchants will depend al- 
most entirely on how well dealers 
prepare themselves to share in the 
business. In addition to the direct 
commercial gain the dealer will de- 
rive from the sale of certified port- 
able lamps, an important indirect 
benefit is offered by the oppor- 
tunity to participate in a great 
humanitarian movement. This is 
true because every Better Sight 
lamp sold will provide better see- 
ing conditions for its users. 
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for Increased Sales 


Tie-in with active campaign to focus public attention 
on greater efficiency of improved lighting will add 
profitable sales and prestige for hardware stores. 


Some hardware stores are al- 
ready cashing in on the portable 
lamp demand, and with relatively 
little effort have increased their 





This certification tag is being used 
on all I.E.S. Better Sight Lamps. The 
tag certifies that the lamp to which 
it is attached has been approved by 
the Illuminating Engineering Society, 
and has also been endorsed for light- 
ing effectiveness by the Lighting Com- 
mittee of the Edison Electric Institute. 


annual volume by several thou- 
sand dollars. Other hardware deal- 
ers, who have not previously han- 
dled portable lamps, now have the 
chance, through specialization, to 
become the leading source of sup- 
ply in their communities for Bet- 
ter Sight lamps. This can be 
readily accomplished if the prob- 
lem is properly approached. One 
of the most important essentials is 
that the merchant and his sales 
force familiarize themselves with 
the program and gain a thorough 
knowledge on the merits of the 
proper kind of lighting equipment. 





The Better Light-Better Sight Bureau 
has with other interested groups given 
its unqualified endorsement to I.E.S. 
Better Sight Lamps. Official emblems 
of the Bureau as are being used in its 
current national campaign are shown 
above. 

















They will then be prepared to pro- 
mote better seeing, and to sell the 
idea to the buying public. 

Forty manufacturers are makers 
of the Better Sight lamps. It is 
advisable for hardware merchants 
who wish to do a real selling job 
in this line to carry a complete 
stock of the seven types of Better 
Sight lamps, in styles to suit vary- 
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ing tastes. This is highly impor- 
tant because the consumer is being 
taught to realize that Better Sight 
lamps should be chosen for each 
specific use. The public is like- 
wise being informed that the types 
made for each specific use are ob- 
tainable in styles to harmonize per- 
fectly with the surroundings in the 
location in which they are to be 
used. An incomplete, or poorly 
balanced stock will only em- 
phasize the store’s inability to 
serve prospects satisfactorily. 

The salability of Better Sight 
lamps is greatly enhanced by their 
many superior points which em- 
brace 29 mechanical, 14 electrical 
and 1] illumination factors, or a 
total of 54 requirements or specifi- 
cations which must be complied 
with to entitle it to be certified as 
a Better Sight lamp. 

The 29 mechanical specifications 
are: shade shall be substantial and 
of sturdy construction; reflectors 
shall be sturdy and substantial; 
insulation bushing to prevent wear 
for sake of appearance; general 
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excellence in electrical and me- 
chanical features; joints soldered 
for mechanical security; switch re- 
quired; endurance requirements 
for switch; socket secured and pre- 
vented from turning for mechani- 
cal reasons; seven-foot attachment 
cord; choice of three types of 
cord; minimum wire size; copper 
strand requirements; rubber com- 
pound requirement; five-foot label 
requirement on wire; stress relief; 
enclosure of base when connec- 
tions are made there; attachment 
cap compliance with N.E.M.A. 
standards; mechanical strength of 
cap; finger grip on attachment 
cap; cap attached in a neat man- 
ner to cord; soldering of tips of 
wires for mechanical security; 50- 
pound tension test on connections 
in cap; stability of lamp; general 
durability requirement; fittings in- 
capable of injuring wire for sake 
of appearance; reflector substan- 
tially mounted; shade and other 
attachments securely mounted; 
corrosion protection, and require- 
ment for ready assembly. 





The 14 fire and personal safety 
specifications are: insulation test 
as received—switch open; insula- 
tion test as receive d—switch 
closed; insulation test after humid- 
ifying — switch open; insulation 
test after humidifying — switch 
closed; proof voltage test; insula- 
tion bushing to protect wires and 
prevent short circuit; elimination 
of exposed edges to avoid personal 
injury; joints soldered and taped 
for electrical protection; switch 
preferably in center contact side 
of circuit; socket lining require- 
ment; socket torque requirements 
to prevent wires from being 
twisted; rubber compound require- 
ment in wire to prevent decreased 
conductivity; soldered tape of wire 
to prevent short circuit between 
loose strands, and fittings shall be 
incapable of twisting, bending or 
pinching cord for electrical safety. 

The 11 highly important illumi- 
nating requirements are: total light 
output 75 per cent of bare lamp; 
40 per cent light above horizontal ; 
illumination values at five different 
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The accompanying illustrations sug- users will be better able to appreciate will enable the dealer to better under- 
gest displays that demonstrate the their merits. stand and merchandise the various 
effectiveness of the I.E.S. Better Sight In the following pages will be found types of lamps now available which 
lamps. Both the General Electric Co. several diagrams, a study of which make for Better light-Better sight. 
and the Westing- 
house Lamp Co. 
have very com- 
plete portfolios 
available which 
treat all dealer 
phases of the sub- 
ject. Neither of 
these makers of 
Mazda lamps 
manufactures or 
sells I.E.S. Better 
Sight lamps, al- 
though _ they 
heartily endorse 
them in the inter- 
est of beiter sight. 
Continuance of 
the activities of 
the Better Light- 
Better Sight Bu- 
reau will result 
indirectly in the 
easier selling of 
Better Sight 
lamps because 


Windows arranged in this manner are 
effective in their educational value, 
getting over to the public the advan- 
tage of indirect light as illumination 
and the direct rays for comfortable 
reading. The construction is explained 
in a graphic manner which convinces 
the prospect. These display sugges- 
tions are simply arranged without any 
distracting decorations so that the les- 
son in good lighting is quickly grasped 
at a glance. The window at the top 
of page is particularly strong in dem- 
onstration value, 
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points; “normal” illumination 
measurement, and three specifica- 
tions relating to the brightness of 
reflector. 

The interests of the Better Light- 
Better Sight Bureau are closely al- 
lied with the I.E.S. Better Sight 
lamp program. The Bureau re- 
cently held its second annual meet- 
ing in New York City. At this 
meeting plans were made to con- 


tine the Bureau’s work with added 
momentum. This impetus will 
create still further public interest 
in eyesight conservation and 
proper seeing conditions. One of 
the indirect results from the con- 
tinuance of the Bureau’s activities 
will be that Better Sight lamps will 
be easier for the dealer to ‘sell be- 
cause users will be better able to 
appreciate the merits of Better 
Sight lamps. 





Bridge Lamps 


Bridge lamps, when equipped 
with a 75-watt lamp bulb, should 
register at least 25 foot-candles on 
the light measuring meter when 
the latter is placed in the follow- 
ing position: 2 ft. away from an 
imaginary line drawn from the 
center of the lamp bulb straight 
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tables higher lamps are required 
and vice versa. 

With a total of not more than 
120 watts in the sockets, the lamp 
should produce at least 25 foot- 
candles on the light measuring 
meter when the lamp is placed at 
the following point: 

Two feet out from the center of 
the lamp and 30 in. from the floor. 
The meter should face the portable 
lamp and be tilted as you would 
hold a book—at 45 deg. 

Lamp bulbs should not be 
visible if you are sitting 2 ft. 
away from the center of the lamp 














downward—and 30 in. above the 
floor. The light measuring meter 
should be held as you would hold 
a book, tipped out about 45 deg. 
angle, as shown in the illustration. 

With your eyes in normal sitting 
position (about 38 in. from the 
floor) and about as far away from 
the lamp as the sight meter in the 
preceding test, notice whether you 
can see the bare bulb in the bridge 
lamp. This should not be pos- 
sible in this position if the lamp 
is correctly constructed. 

Open top shades are preferred. 
Also lamps which permit reason- 
able raising and lowering of the 
shade (independent of tipping) 
are preferred. 


End Table Lamps Used at 
Chairs and Davenports 
Two sizes are in common use: 

(1) for low end tables, (2) for 

high end tables. For low end 
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and with your eyes about 38 in. 
from the floor. In making the 
above check, the lamp should be 
placed first on a low end table, 
approximately 2 ft. high, and then 
on a high end table, approximate- 
ly 30 in. high. In this way the 
lamp can be checked for its rat- 
ing with either high or low end 
tables and designated accordingly. 
For this purpose, portable lamps 
having shades which can be ad- 
justed up or down on the central 
supporting rod are preferred. 
Open top shades are also pre- 
ferred. 


Living Room Table Lamp 


To be used on tables (approxi- 
mately 30 in. high) which have 
either a chair on one side or on 
both sides. 

With not over 150 watts, the 
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lamp should produce at least 20 
foot-candles, with the light meas- 
uring meter placed at the follow- 
ing point: 32 in. out from the 
center of the lamp base and 30 
in. above the floor. The light 
measuring meter should face the 
portable lamp and would be tilted 
back at approximately 45 deg. 
angle from a straight up and down 
position. Lamp bulbs shall not be 
visible when the eyes are placed 
32 in. out from the center of the 
lamp and 30 in. above the floor. 


Vanity Lamps for Vanity 
Dressers 

With a 60-watt lamp, a single 

vanity lamp should produce at 


least 15 foot-candles with the light 
measuring meter placed 15 in. 
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from and directly opposite the 
center of the shade, the meter fac- 
ing the shade. 
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The center of the shade should 
be approximately 15 in. above the 
table upon which it is placed. 


Study and Reading Lamp 


The distance between the bot- 
tom of the shade of the study and 
reading lamp and the table top 
must be 191% in. + 1 in., or the 
distance from the bottom of the 
shade to the floor must be 491% in. 
+ 1 in. 

When equipped with a 100-watt 
lamp, the brightness of the reflec- 
tor when viewed from 45 deg. be- 
low the horizontal must not exceed 
3 candles per square inch. The 
total light output of the study 
and reading lamp shall not be less 
than three-quarters of the total 
light output of the bare lamp, 
with not less than 40 per cent of 
the total light output of the bare 
lamp above the horizontal. The 
reflection factor of the inner sur- 
face of the shade (preferably 
white) must be not less than 0.75. 
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When the 100-watt lamp is used 
and the study lamp placed in the 
center of a room having a ceiling 
8% ft. high, the illumination on 
the top of the table, or at a dis- 
tance 30 in. above the floor, shall 
be not less than the following: 


Distance from lamp 


CED . wexesneeon % 11% 2 2%3 
Foot-candle (mini- 
DUNE <6566%203: 40 30 20 10 7 5 
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Semi-indirect floor lamps shall 
be not less than 63 inches high 
and the reflector, with which it is 
equipped, preferably translucent, 
and preferably having a minimum 
diameter of 10 in. When equipped 
with a 100-200-300-watt Indirect- 
Three-Lite lamp, or with the 250- 
watt Indirect-Lite lamp, the 
brightness of the translucent re- 
flector shall not exceed 3 candles 
per square inch when viewed from 
45 deg. below the horizontal; the 
brightness of the shade exterior 
shall not exceed 0.5 candle per 
square inch and the shade shall 
entirely conceal the reflector when 
the eye is at a point 45 in. above 
the floor and 48 inches away from 
the shaft of the lamp. The refiec- 
tion factor of the inner surface of 
the shade (preferably white) 
should not be less than 0.60. The 
total light output of the semi-in- 
direct floor lamp must be at least 
75 per cent of the light output of 
the bare lamp. 

When the semi-indirect floor 
lamp is equipped with either the 
100-200-300-watt Indirect-Three- 
Lite or 250-watt Indirect-Lite lamp 
and placed in the center of a room 
having a ceiling 81 ft. above the 
floor, the illumination 30 in. above 


the floor shall be 40 foot-candles, 


1 ft. away from the shaft of the 
lamp; 20 foot-candles, 2 ft. away; 
15 foot-candles, 3 ft. away and 10 
foot-candles, 4 ft. away. 

Auxiliary lamps may be used 
under the shade if they are not 
visible to the eye at a point 45 in. 
above the floor, 48 in. away from 
the lamp. 

The above measurement is de- 
termined with the use of either a 
250-watt Indirect-Lite or a 100- 
200-300-watt Indirect-Three-Lite 
lamp on high, but with auxiliary 
lights if any turned out. 


Indirect Floor Lamp 


Indirect floor lamps shall be not 
less than 63 in. high and equipped 
with a reflector so designed that 
the intensity of light going direct- 
ly upward to the ceiling is not 
more than two and one-half times 
the intensity of light at an angle 
of 45 deg. above horizontal. The 
total light output of the indirect 
floor lamp must be at least three- 
quarters of the light output of the 
bare lamp. 

When the indirect floor lamp is 
placed in the center of a room 
having a ceiling 81% ft. high, the 


illumination at a point 4 ft. from 
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the lamp and 30 in. above the floor 
must be not less than 10 foot- 
candles. This measurement is de- 
termined with the use of either a 
250-watt Indirect-Lite lamp or a 
100-200-300-watt Indirect-Three- 
Lite lamp on high. 

The above measurement is de- 
termined with the use of either a 
250-watt Indirect-Lite or a 100- 
200-300-watt Indirect-Three-Lite 
lamp on high, but with auxiliary 
lights if any turned out. 
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Who Makes It? 


Information regarding sources of supply as provided readers 
of Hardware Age by the Who Makes It? editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?’ issue published on Sept. 
26, 1935. When writing to the firms mentioned, state that you 
saw the product listed in Hardware Age “Who Makes It?” sec- 


tion or issue. 


MonmoutH, Iui.: Furnish ad- 
dress of the Fulton Iron Works.— 
Shaffer & Dierstein. 

ANSWER: 6300 Plymouth Ave., 
St. Louis, Mo. 

* * * 

Hempsteap, L. I., N. Y.: Who 
makes Beaver pipe tools? —H. Blum- 
berg & Sons, Inc. 

ANSWER: Beaver Pipe Tool, 
Inc., Warren, Ohio. 

* * * 

Port Cuester, N. Y.: Provide 
name and address of the manufac- 
turer of Yager soldering salts.— 
Muffs, Hoffman & Co., Inc. 

ANSWER: Alex R. Benson, Hud- 
son, N. Y. 

* * * 

Troy, On10: Who makes Excell- 
o-polish for automobiles?—Zerkel 
Bros. 

ANSWER: Walter S. Doe & Co., 
Kent, Ohio. 

*% * * 

Hammonp, La.: Provide New 
York City address of the manufac- 
turer of Eureka fire hose—Lewis 
Hardware Co. 

ANSWER: United States Rubber 
Products, Inc., 1790 Broadway. 

* * * 

Boyertown, Pa.: Where can I 
buy brass quoits?—W. J. Starrett 
Hardware. 

ANSWER: American Athletic 
Appliance Co., 4324 St. Paul St., 
Philadelphia, Pa. 

* * * 

Lewispurc, W. Va.: Where can 
we get repairs for Engman’s Range 
Eternal?—Campbell Hardware Co. 

ANSWER: Allen Mfg. Co., Nash- 
ville, Tenn. 

* * * 

CHATTAHOOCHEE, FLa.: Who 
makes the Run Easy lawn mower?— 
I. Kwilecki’s Sons. 

ANSWER: This is a special 
brand of the Simmons Hardware 
Co., wholesalers, 900 Spruce St., St. 
Louis, Mo. 
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Brownstown, Inp.: Who makes 
the Carter disc cleaner as used for 
removing cockeral from wheat?—A. 
C. Greger Hardware. 

ANSWER: Carter-Mayhew Mfg. 
Co., Minneapolis, Minn. 


* #2 


Keokuk, Iowa: Where can we 
obtain repairs for a No. 7 breast 
drill made by John S. Fray & Co.? 

ANSWER: Stanley Rule & Level 
Plant, New Britain, Conn. 

* * * 


New York City: Provide names 
and addresses of several manu- 
facturers of ammonia fluoride. 
Brown’s Hardware & Supply House. 

ANSWER: J. T. Baker Chemical 
Co., North Philipsburg, N. J.; 
American Cyanamid & Chemical 
Corp., 30 Rockefeller Plaza, New 
York City, and American Fluoride 
Corp., 151 W. 19th St., New York 
City. 

* * * 

BranrorD, Conn.: Who makes 
New Process oil cook stoves, or parts 
for same?—Collins & Freeman, Inc. 

ANSWER: American Stove Co.. 
4901 Perkins Ave., Cleveland. Ohio. 


Wasuineton, D. C.: Who makes 
Henry curtain rods?—Cooker Hard- 
ware Co. 

ANSWER: C. P. Henry Novelty 
Co., Providence, R. I. 

* * *% 

ALEXANDRIA, Va.: Advise where 
we can obtain a table giving a de- 
tailed description as to the size 
and weights required for various 
sizes of window sash.—Worth Hul- 
fish & Sons. 

ANSWER: National Door Manu- 
facturing Associates, 28 E. Jackson 
Blvd., Chicago, Ill. 

* * * 

Lorain, Onto: Provide address 
of the Peerless Heater Co., makers 
of steam and hot water boilers.—N. 
C. Alten. 

ANSWER: Boyertown, Pa. 

* * * 

New Haven, Conn.: Furnish 
names and addresses of manufac- 
turers of rods and turnbuckles for 
repairing chairs——The John E. Bas- 
sett & Co. 

ANSWER: De Boer Mfg. Co., 
Syracuse, N. Y., and Wittliff! Furni- 
ture Brace Co., Cleveland, Ohio. 

* *% * 

Hicustown, N. J.: Provide ad- 
dress of Kilborn & Bishop, manufac- 
turers of steel chisels, etc.—Stutts 
& Rhenow. 

ANSWER: New Haven, Conn. 


Se @€,@ 


ArpMorRE, OKLA.: Who makes a 
tailors’ iron hot plate or heater of 
the type which has a hood or cover 
above the heater with slots which 
will permit the handle of the iron 
to slide in, and having the gas 
burner in the shape of the iron, 
which is longer than wide?—New 
State Hardware Co. 

ANSWER: A. Weiskittel & Son, 
4500 E. Lombard St., Baltimore, 
Md. 

k & & 

York, Pa.: Provide address of the 
Frink Corp., makers of electric 
lamps.—Anderson Hardware Co. 

ANSWER: 23-10 Bridge St., Long 
Island City, N. Y. 

* * * 

MERIDEN, Conn.: Where can we 
obtain grates for a Novelty stove? 
—Bailey’s Store. 

ANSWER: Abram Cox Mfg. 
Corp., Lansdale, Pa. 

* * * 


KENNETT SQuarRE, Pa.: Who 
makes Brainerd brass door knockers, 
cupboard turns, etc.? — Square 
Hardware Co. 

ANSWER: Brainerd Mfg. Co., 
East Rochester, N. Y. 
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Morley Bros., Saginaw, Mich. T. Jimmy Poitras, advertising and display manager. 





Autumn Comes in Smiling 
Upon Hardware Windows 


year that favors hardware 

window trimmers it is au- 
tumn. Guns and ammunition are 
closely associated with the fall of 
the year and the decorative ma- 
terials are provided by nature 
herself. Frequently the hardware 
window trimmer is carried away 
by the color appeal of autumn 
leaves as accessories in his work, 
with the result that he often ob- 
scures the selling force of his dis- 
play. The picture reproduced on 
these pages is an excellent ex- 


F there is one season in the 


oh 


ample of proper restraint in the 
use of autumn decorations. It is 
by T. Jimmy Poitras, a prize win- 
ner in the HarDwarRE AcE Home- 
workshop Window Display Con- 
test. Mr. Poitras is advertising 
and display manager for Morley 
Bros., Saginaw, Mich., and has 
won many prizes for his appeal- 
ing and sales promoting window 
displays. The large back drop is 
a powerful assistance in lending 
atmosphere to this window and 
the other components are few but 
well selected and handled. The 


display is not overdone by too 
many leaves and examples of taxi- 
dermy, but kept in balanced com- 
position. The shock of corn is 
balanced by the figure of the 
hunter on the opposite side, but 
either half, used or viewed sepa- 
rately would still be well balanced 
because of the dog and pheasants. 

Down Florida way there will 
soon be a busy fishing season. 
Robert Gatliff, Railey-Milam Co., 
Miami, is always figuring out 
unique displays to attract atten- 
tion to the hardware store. The 
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photo below shows one used to planning and a_ considerable The regular HarpwareE AGE 
show the Florida fishermen the amount of work preparing back- Original Window Display Sugges- 
layout of their sport grounds. grounds, but they were windows tions will be found on the follow- 


Both of these windows required that stepped out of the ordinary. _ ing page. 





Railey-Milam Co., Miami, Fla. Robt. Gatliff, display manager. 
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Management Plans tor 
Safe and Profitable Trade-Ins 


HEN trade-ins become the 
bargaining device by 
which the buyer plays one 


hardware dealer against another, 
profit flies out the window, and 
competitive chaos rules. 

When instalment sellers domi- 
nate, the trade-in becomes a power- 
ful method to increase sales. The 
cooperative approach has, at this 
moment, the most alluring oppor- 
tunities. Before me is an informal 
report of the instalment trade of a 
Western city which is considering 
the appointment of a group ap- 
praiser. When any store is asked 
for an appraisal, the merchant, ex- 
plaining the system, will simply 
telephone the central appraisal of- 
fice. A qualified man will go to 
the consumer’s home, examine the 
merchandise, and turn in a report. 

His figures, available to all of 
the cooperating merchants, will be. 
come the highest figure which any 
one will offer. His appraisal will 
be based on the principle that no 
store should allow for a trade-in 
more than is compatible with a 
satisfactory profit after necessary 
refinishing has been done. 

The described plan is a logical 
extension of plans which the in- 
stalment trades of a number of 
cities already are effectively sup- 
porting—namely, standard trade- 
in allowance schedules, covering 
ice boxes, refrigerators, and other 
principal articles of trade-in im- 
portance, for which a maximum 
figure, or a maximum range, is 
established. The agreement is 
that no store shall go beyond these 
allowances. 

Whether codes be continued or 
not, such measures as the fore- 
going are feasible. Under them, 
the trade-in continues to be a very 
productive sales measure. There 
is no appreciable diminution in 
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Right Accounting Pro- 
cedure — Cooperative 
Appraisal Plans — Mer- 
chandise for Trade-Ins 
—Sales Promotion Ideas 


By JOHN T. BARTLETT 


Co-Author, Retail Credit Practice, 

Credit Department Salesmanship, and 

Methods of Instalment Selling and 
Collection 


volume of sales; but there is a 
great increase in average operat- 
ing results. 

For example, “To telephone for 
a free appraisal,” is a highly ob- 
jectionable trade practice in com- 
munities where competition in 
trade-ins is practiced. Where 
trade-in values are established by 
cooperative agreement, however, 
this productive appeal can be used 
without harm to anyone. 

A productive idea in trade-ins 
which has had surprisingly little 
use is the exchange of new mer- 
chandise for the trade-in. Sup- 
pose the trade-in allowance is $15. 
It is obvious that if this is applied 
to the purchase price of new goods, 
the hardware dealer is virtually 
paying cash for the trade-in. How- 
ever, if the buyer instead selects 
merchandise to the value of $15, 
actual cost of the trade-in to the 
store is much less than $15. 

Of course, attempting to substi- 
tute merchandise for what is vir- 
tually cash sets up a problem in 
salesmanship. This is obvious— 
and the reason, undoubtedly, why 
the idea does not have much prac- 
tice. However, clever salesman- 


ship can overcome the obstacle. 
Here are a couple of plans. 

First, the merchant can state his 
allowance on the trade-in in terms 
of merchandise, like this—“If you 
take it out in merchandise, Mrs. 
Smith, the trade-in allowance will 
be $25. However, if you wish to 
apply it on the purchase price of 
your new goods, the allowance 
will be 20 per cent less, or $20.” 

The hardware store now has a 
situation in which it can’t lose, in- 
asmuch as $20 was the base figure 
from which it worked, rising to a 
higher amount for merchandise. If 
the cash deal is chosen, the allow- 
ance is a conservative one; if mer- 
chandise is taken, the store is at 
least equally well off. 

The second approach in sales- 
manship consists in determining 
some other article which the cus- 
tomer needs—something which is, 
perhaps, supplementary to the 
main items bought—and building 
the sale to include this, the trade- 
in thus applying on both. 

And here is another unusual 
plan. The store pays cash for 
trade-ins. However, the trade-in 
department is individually man- 
aged, and the employee in charge 
is forced to show a profit. The 
psychology seems to be that when 
the trade-in allowance is paid in 
cash, even though the customer 
straightway turns about and ap- 
plies it on a purchase—a reason- 
able allowance is made to appear 
larger. 

In another case, the proprietor 
frankly—to the investigator—de- 
clared that his trade-in allowance 
was based strictly on the profit 
margin in the goods purchased 
combined with the payment terms 
the customer was ready to meet, 
and the latter’s credit rating. In 

(Continued on page 77) 
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HARDWARE AGE FOR OcT 
WATKINS HARDWARE CO. ° . 
REACHES Gort bitunpay|2eO- B. Richards Succeeds Walter B. Dodge : 
Watkins Hardware Co., Hen- As President Hardware Golf Ass’n 
derson, N. C., one of the oldest "9 
retail establishments there, is ———_—— mn 
—— its 60th anniversary.) A, R, Wright, Hardware Golf Champion — Herb “ 
ares business was started by the| Wegran, Runner-up at Tenth Annual Tournament, of 
ate Samuel Watkins in 1875. It ; ° 
has been in the same family for | —X¢elsior Springs, Mo., Sept. 12-14, 1935. Attend- ne 
y for ; ; 
three generations and has been | 2Mce About 235 with 194 Competing. d 
in continuous operation since it 4 
was launched. A full and com- : 
plete hardware and builders’ sup- sn 
plies line is carried. bi 
When the firm first began busi- 7 
ness, it was known as the S, and 
C. Watkins Co. Later Samuel r 
Watkins became the owner. ‘ 
When the hardware store grew , 
to such proportions it had to be : 
separated from the general store, . 
the late William T. Watkins, : 
son of Samuel Watkins, was bs 
placed in charge as manager. He R. A. “DICK” SUNDVAHL : 
continued to run the business f 
until his death, and soon there- 5 
after the present manager, The purpose of these annual 
Samuel M. Watkins, his son, was meetings and golf tournaments ' 
placed in direct charge and con- is to bring together mid-western : 
trol of the business. wholesalers and the manufactur- . 
waneus & peeeE ers from all parts of the country. ; 
; It is a wholesaler-manufacturer | 
TWO DIRECTORS NAMED party started ten years ago with : 
FOR ILLINOIS ASSN. Gen & Bide, ceed that objective and has grown | 
President Harry Ryan of the dent, Richards & Conover Hard- steadil y ever since. It has been \ 
Illinois Retail Hardware Associa-| ware Co., Kansas City, Mo., traditional that manufacturers ‘ 
tion recently announced the ap-|was elected tins at te and wholesalers alternate in the 
pointment of two new directors | Hardware Golf Association at efiees of ee eee ee F 
to fill vacancies which had oc-| jt, tenth annual meeting and president, and that the board of 
curred through resignation. To| tournament. He succeeds Walter | , directors be made up of equal ’ 
succeed Ray Soukup, Hindsdale,| B Dodge, general sales manager, GEORGE B. RICHARDS members from each group. _ ’ 
Iil., resigned because of illness,| The Yale & Towne Mfg. Co., The current directorate _in- 
his brother Phil Soukup, Jr., Stamford, Conn. The election of | which J. K. Werner, Wyeth ae a" Rs ng rey 7 
Elmhurst, Ill, was named.| officers was the closing feature | Hdwe. & Mfg. Co., was the Bald : . 8. a B ald “58 
Charles G. Soedler, Peru, Ill.,| of affair held at The Elms Get lansces, & A. Gatien Te oe ~~ ne ; _ : 
was chosen to succeed John M. | Excelsior Springs, Mo., with the | Barrett Co., took the Hardware Hdwe. rs a A dr _ ce 
Jordan. Both new directors are golf contests at Golf Hill, well | Retailer’s Cup for low net in the W. “re Wilh on Co: W. | 
pocmpegs and successful hard- known to the hardware golfers qualifying round. Flight winners Snedkie Th ‘' er F k | 
ware retailers. who have attended these meets. | were: B—L. J. Whitlock, Whit- ‘ua o : Geo. H. Hel = 
J. C. Sheperd, Sheffield Steel Co., | lock Cordage Co.; C—W. C.| sto wcota Mining & ME a 4 
RAWLPLUG COMPANY | Kansas City, Mo., is the new | Hale, Hale Hdwe. Co.; D—Robt. | 1'"R Peck, ‘The McKay Co. 
vice-president, and R. A. “Dick” | Raymond, The Evansville Tool . : lca 
OPENS DALLAS OFFICE Sundvahl, The Corbin Screw | Works; E—Geo. Fishleigh, The A. J. Eggleston, Richards-Wilcox 
The Rawlplug Co., Inc., 98|Corp., was reelected secretary- | Yale & Towne Mfg. Co.; F— Mfg. Co.; Henry A. Hoeynck, 
LaFayette St., New York City,| treasurer for the tenth time, as| A. C. Miller, Corbin Cabinet | Simmons Hdwe. Co.; Geo. C. 
has recently opened an office at| he will be ten more times and | Lock Co. Black, Southern Supply Co.; 
1907 Canton St., Dallas, Tex.,| then some, as Dick is a real or- Runners-up in the same flights | Herb B. Megran, Starline, Inc.; 
which will be known as the|ganizer and personally responsi- | respectively were: C. J. Nelson, | Clifford B. Crets, Van Camp 
Rawlplug Dallas Co. and will be | ble for much of the success of | Richards-Wilcox Mfg. Co.; An- Maes & ine Ca: ond P, F. 
in charge of D. P. Fletcher. these golf meetings. drew Cameron, Wright & Wil- Kin “The Stanl Works 
This office will service the en-| A. R. Wright, Connecticut | helmy Co.; R. J. Williams, Ray- - a a 
tire northern section of Texas| Valley Mfg. Co., is the 1935|0-Vac Co.; A. J. Wurzbach,|. 4 “°° participants 
and will carry a stock of the| champion of the group, with Sargent & Co.; and R. P. Healy, | ™ the golf contest and — 
firm’s complete line of Rawl-| Herb B. Megran, Starline, Inc., | The Animal Trap Co. of Amer- than 30 present who did not 
plugs, Rawl-Anchors, Rawl-| the runner-up. W. H. Fitch, | ica. The “last chance” medal | Play. This marks an increase of 
Drivers, Rawldrills, Crowners| Richards-Wilcox Mfg. Co., won | play was won by A. J. Eggles- | 32 players and 28 non-playing 
and Lok-Crowners. visitors. 
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HALL HARDWARE PLANS 
WAREHOUSE ADDITION 


An extensive enlargement and 
improvement program at the 
headquarters and warehouse of 
the Hall Hardware Co., whole- 
sale hardware and supplies firm 
of Minneapolis, Minn., was an- 
nounced by George Hall, presi- 
dent. The program, which will 
include the erection of four ad- 


ditional floors to its building, | 


has been necessitated by the in- 
creasing business of the organi- 
zation. The improvement will add 
75,000 square feet of floor space 
to the company’s warehouse 
facilities. 

In addition to increased stor- 
age space and facilities for truck 
shipping, the new addition will 
provide modern general offices 
with air conditioning, sound 
proofing and indirect lighting. A 
feature will be a convention hall 
for the semi-annual meetings of 
500 stockholder members of the 
company. 

Work on the project is to start 
immediately, to be completed so 
that the February convention of 
the firm will mark the formal 
opening of the new space. 

The Hall Hardware Co. is the 
largest dealer - owned hardware 
wholesale house in the United 
States, Mr. Hall said. It is the 
wholesale buying organization 
and merchandising headquarters 
of approximately 500 retail hard- 
ware merchants in Minnesota, 
Wisconsin, North and South Da- 
kota, Iowa and Montana. In 
1913, the company launched 
business operations with one em- 
ployee. Today 200 are employed. 








GEORGE E. HALL 


Mr. Hall said that an increas- 
ing demand for hardware, house- 
hold and building supplies in 
the agricultural districts of the 
northwest indicated an improve- 
ment in the economic status of 
the farmers in that territory. 

The summer meeting of the 
organizations members and 
clerks was the best attended the 
company has ever had. The buy- 
ing spirit was far ahead of any 
other year. 


HOME APPLIANCE LINES 
FOR PALESTINE SOUGHT 


Leopold Goonitz, P. O. Box 
621, Tel-Aviv, Palestine, a sales 
agent operating on a commission 
basis, representing The Gibson 
Co., and Atlas Manufacturing 
Co., both of Indianapolis, Ind., 
is interested in a home appliance 
line such as refrigerators, radios, 
heaters, stoves, etc. 


a 





Silex Sales Organization at Hartford, Conn. 


Salesmen of the Silex Co., 
Hartford, Conn., gathered there 
for the first annual sales con- 
vention, July 20 to Aug. 5. Plans 
were made for the 1935-36 cam- 
paign. 

At a dinner tendered the sales- 
men at the Farmington Country 
Club, Frank E. Wolcott, presi- 
dent, remarked that it was grati- 
fying to celebrate the firm’s first 
annual convention, as well as the 
fifth anniversary of the present 
management, at a time when the 


year’s volume exceeded that of | 


the preceding year by three 
times. 

Shown at the home of Mr. 
Wolcott are: (Left to right, 
seated) Ad. Auriema, export 
manager; Earle B. Latham, E. B. 
Latham & Co., N. Y. distributor; 
W. R. Becher, vice-president; 
Robert E. Arnold, sales manager; 
Frank E. Wolcott, president; 
Kenneth Goode, advertising 
counselor; John Owen; E. B. 
Latham & Co.; Alan Moore, 
western sales manager, Chicago; 
W. J. Meegan, Muller, Phipps & 
Nicholls, representative, Ha- 
waiian Islands; B. T. Stephen- 
son, Canadian representative; 
John B. Fairbairn, adver. agent. 
(Left to right, standing) Hum- 
berto Banho, representative, Rio 
de Janeiro; Taylor Paisley, De- 
troit district; L. C. Brady, Calli- 
fornia district; James H. Blinn, 
Denver district; Frank E. Wol- 
cott, Jr., St. Louis district; W. S. 
Cary, Jr.. New York City dis- 
trict; Paul T. Bullock, Phila. 
district; Melven J. Reibert, Balti- 


| 





more district; J. C. Dibrell, 
Raleigh district; B. M. Vaughn, 
Houston district; L. O. Min- 
drum, Minneapolis district; 
Hugo Frank, superintendent; 
W. A. Foley, Kansas City dis- 
trict; Wm. G. Wolcott, special 
representative; Wm. K.  Fitz- 
patrick, Atlanta district; H. K. 
Sadler, Rochester district; Rich- 
ard C. Shinnick. Boston district; 
and Glenn T. Schmidt, Cincin- 
nati district. 


CLEVELAND WELDING CO. 
ENTERS BICYCLE FIELD 


Cleveland Welding Co., Cleve- 
land, Ohio, has entered the bi- 
cycle field with a streamlined 
“Roadmaster” model. Production 
for these new streamlined bi- 
cycles will be geared to a capac- 
ity of 250,000 a year and plans 
call for the production of most 
of the machines in the company’s 
own plant in the near future. 
These machines are welded in a 
manner which is said to abso- 
lutely prevent any possibility of 
crystallization of steel. 

Deliveries began on Sept. 15. 
S. Shunk, well - known in the 
bicycle industry, is sales man- 
ager of the Bicycle Division of 
Cleveland Welding Co. Bert and 
Harold Scheuer, 19 W. 24 St., 
New York City, represent the 
line in that area. 





NEW STORE 
Glen M. Ruckrigel has opened 


a hardware store in the Jackson 
Bldg., Ashkum, III. 





The Silex Sales Organization at the home of Frank E. Wolcott. President, Hartford, Conn., where their Annual Convention was held 
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Third Model Store Dedicated 
by Chicago Ass’n. Sept. 20 


Special meeting addressed by Charles J. Heale and 
H. H. Kimball with 300 present. FHA movie shown 


by L. T. Henderson. 


With approximately 300 mem- 
bers present the Chicago Retail 
Hardware Association dedicated 
its third complete model retail 
hardware store in the Merchan- 
dise Mart, Chicago, on Sept. 20, 
1935. President Frank J. Horky 
and Secretary-Treasurer J. C. 
Amis handled the formalities in- 
cident to the event. Mr. Amis 
with the help of W. C. Heller 
& Co., Montpelier, Ohio, who fur- 
nished the fixtures, designed and 
prepared the model store. 


Charles J. Heale, editor, Harp- 
warE Ace, New York City made 
the opening address stressing the 
need of increased sales volume 
in hardware stores; the impor- 
tance of modernized displays, 
proper lights and the urgency 
of concentrating buying as a 
means toward reducing distri- 
bution costs which were needed 
if the hardware trade is to meet 
current competitive price situ- 
ations faced on all sides. He 
cited figures and examples to 
prove his points and at the close 





of his talk answered questions 
asked from the floor. | 

| 
ager, Landers Frary & Clark, New | 
Britain, Conn., outlined the sell- | 
ing opportunities for Chicago area 
dealers in the sale of all kinds | 
of quality electrical appliances. | 
He cited survey data on the Cook | 
County district 
number of wired homes, the | 
relative sale of different appli- 
ances and suggested display and 
selling ideas for the hardware 
trade. 


H. H. Kimball, Chicago man- | / 


showing the | | 


si 
se 








A talking motion picture film , 


on the FHA Loan plans for 
homes and for retail stores was 
presented by L. T. Henderson, 
Chicago director of the FHA. 
Between the talks entertain- 
ment features were presented 


and at the close of the meeting 
refreshments were served just 
outside of the new model store. 





Pictures taken at the Chicago Model Store Dedication 





BROOKLYN ASSOCIATION 
HOLDS ANNUAL OUTING 


More than 150 hardware men 
attended the annual outing of 
the Brooklyn Hardware Associa- 
tion, held at Jones Beach State 
Park, Long Island, on Sept. 18th. 
Ideal weather prevailed for the 
games and athletic events during 
the day. In the evening a tur- 
key dinner was served at the 
Sunrise Rest, Wantagh, L. I., and 
the outing, from start to finish, 
was one of the most enjoyable 
ever sponsered by the organiza- 
tion. 

Interest was keen in the athle- 
tic events. The “Tug of War” 
was won by the dealers. The 
base ball game was an exciting 
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exhibition with the salesmen 
finally winning with a score of 28 
runs as against the 27 runs regis- 
tered by the dealers. 


Winners at shuffleboard were 
H. Bond and A. H. Graffen- 
stadt, Brooklyn dealers. Honors 
in the horseshoe pitching contest 


for the championship of the 


Metropolitan hardware trade 
were won by C. Clint, and H. 
Dewey. 


In the golf tournament, first 
prize was awarded to E. S. Nor- 
vell, E. C. Atkins & Co. The 


second prize was awarded to W. 

















J. Timmerman, Jr., James & 
| Hawkins, Inc., and the third 
prize was awarded to Ralph S. 
Allen, Diamond Expansion Bolt 
Co. 

Preceding the dinner, delega- 
tions from the Hardware Boost- 
ers, the Hardware Square Club, 
| and other guests were welcomed 
by Martin Tarzian, president of 
the Brooklyn Assn. Following 
the dinner many valuables prizes, 
| donated by manufacturers, were 
distributed. 

H. A. Cornell, chairman of 
| the Outing Committee was as- 


sisted by R. A. Atkinson, R. S. 


| Allen, H. Bond, and I. B. Gold- 


berg. 


FLORENCE STOVE ADOPTS 
BUDGET PAYMENT PLAN 
To give all its authorized deal- 
| ers an opportunity to take ad- 
| vantage of the installment plan 
| type of business, the Florence 
| Stove Co., Gardner, Mass., has 
recently announced the adoption 
of a new budget plan. With the 
use of this plan it will be pos- 
sible for a Florence dealer to 
offer a liberal installment prop- 
osition, and at the same time 
secure the full resale price with- 
out carrying the necessary paper. 

The Florence Stove Company, 
it is stated, is meeting with ex- 
cellent response to its prelimi- 
nary announcements of this plan 
of Resale Budget Payment. 








| POT & KETTLE NEWS 
| William Schmidt of Himmel- 
stern Bros. was unanimously 
elected a new member of the 
San Francisco Club. 

Owing to the heavy pressure of 


| business and also to his added 


activities as national president, 
G. C. Gillian although remaining 
president of the San Francisco 
Club will be relieved of active 
duties. They will be taken care 
of by Hugo Auguston. 





A group at the Brooklyn Hardware Association outing 
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Norcross and Acmeline File Sales Policies 
With American Institute of Fair Competition 


R. F. Ohmer, vice-president, 
The American Institute of Fair 
Competition, Inc., Dayton, Ohio, 
announces that The C. S. Nor- 
cross & Sons Co., Bushnell, Il., 
and The Acmeline Mfg. Co., 
Traverse City, Mich., have filed 
notarized statements of sales 
policies with the Institute. 

The Norcross policy statement 
is signed by LeRoy Norcross, is 
dated August 24, 1935, and reads 
as follows: 

“We distribute exclusively 
through the Independent Whole- 
saler-Retailer channel. We do 
not sell anything directly or in- 
directly, either factory brand, 
private brand or no brand, to the 
Mail Order Catalog Houses or 
Chain Stores. 

“We sell no private brands 
nor unbranded products to any- 
one at prices lower than we ob- 
tain for the same article under 
our Factory brand. All the 
items we manufacture are avail- 
able, under like conditions, at 
the same prices, terms and deliv- 
ery, to all our customers. A 
single exception applies to a 
special part for a garden plow 
which we furnish exclusively to 
another manufacturer. No special 
discounts, rebates, freight allow- 
ances, consigned stocks, protec- 
tion against price declines, al- 
lowances for advertising, packing, 
cartage, etc., will be granted to 
anyone unless allowed to all 
under like conditions. 

“Our policy has always been 
one of utmost cooperation on be- 
half of Independent distributors. 
During our 44 years of manufac- 
turing Garden and Lawn tools, 
we have never sold a dollar’s 
worth of goods to any distribu- 
tor whose selling policy was 
known to be detrimental to the 
best interests and success of the 
Independent Wholesaler-Retailer 
channel of distribution. 

“This Sales Policy applies to 
all sales within the United States 
and is designed to protect the 
volume and profit of all distribu- 
tors of ‘Norcross’ products.” 

The Acmeline statement is 
signed by J. T. Milliken, presi- 
dent of the company, is dated 
August 1, 1935, and reads as 
follows: 

“The organization of millions 
of capital for the purpose of di- 
rect selling is, in our opinion, a 
menace to the future of Inde- 
pendent Retail Dealers. 

“Our business was established 
on the principle of selling only 
to Jobbers and through them to 
the Independent Retailer. 

“We herewith announce to all 
concerned that our sales policy 
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at this time and in the future 
will be to sell only to Jobbers 
for distribution through the In- 


‘dependent Retail Dealer.” 





ROGERS-BAILEY SUPPLY 
COMPANY ORGANIZED 


The Rogers-Bailey Hardware 
Co., 1146 Market St., Chatta- 
nooga, Tenn., which has been 
in bankruptcy 
ganized as_ the 
Supply Co. The new organization 
has purchased all the assets of 
the old company and will remain 
in the same location. 


The new firm has discontinued 
the wholesaling of general hard- | 


ware lines and will specialize in 


industrial supplies only. The pres- | 


ent officers were associated with 
the old business from its begin- 
ning in 1909, and are J. C. Parks, 
president, A. L. Blanchard, vice- 
president and J. P. Brown, sec- 
retary-treasurer. 


E. L. HORISKEY WITH 
THE PERMUTIT CO. 


Oliver P. Harris, manager of 
domestic sales of The Permutit 
Co., 330 W. 42d St., New York 
City, makers of Water Condition- 
ing Equipment, has announced 
the appointment of E. L. Horis- 
key as domestic sales represen- 
tative covering Nebraska and 
Iowa. Mr. Horiskey is making 
his headquarters at Omaha, Neb. 


has been reor- | 
Rogers-Bailey | 





INGERSOLL STEEL 
APPOINTS W. G. FISHER 
Ingersoll Steel & Disc Co., 
Chicago, Ill., a subsidiary of 
| Borg-Warner, has recently ap- 
pointed W. G. Fisher as sales 








W. G. FISHER 


Fisher was formerly business 
manager of Sporting Goods 
| Journal, account executive for 
| Rogers and Smith Advertising 
| Agency, and for many years act- 
| ing sales manager of the Ray-O- 
Vac (French Battery) Co. 








MISSOURI CONVENTION 


It as announced by F. X. Be- 
cherer that the 38th annual con- 
vention and 24th annual exhi- 
bition of The Missouri Retail 
Hardware Association will be 
held Feb. 18-20, 1936, at the 
Hotel Jefferson, 12th & Locust 
St., St. Louis, Mo. 








manager of its Ingo-Bike sales, | 


a gearless, chainless bicycle. Mr. | 





| 





CARBORUNDUM CO. TO 
RESUME BROADCASTS 


For the tenth successive year, 
The Carborundum Co., Niagara 
Falls, N. Y., will resume _ its 
series of Fall and Winter broad- 
casts over the Columbia Net- 
work. The programs will be 
broadcast on Saturday nights for 
half-hour periods, starting Oct. 
19, 7:30 p. m. E. 8. T. They 
will continue through February 
and will originate in Niagara 
Falls, utilizing 18 key stations of 


| the Columbia Broadcasting Sys- 


tem. 


Because of the increased re- 


| sponses, which last season totaled 


over a half million, there will be 
no radical changes in the pro- 
grams as presented this year. 
Francis D. Bowman, advertising 


| manager of the company, will 


| monies. 


again act as master of cere- 
He will present a new 
series of Indian Legends as well 
as talks on how industry em- 


ploys abrasives in manufacturing 





products commonly used __ by 
everyone. 

The Carborundum Band has 
been augmented and the broad- 
casting facilities so improved 
that the company officials feel 
that this year’s program will have 
a broader popular appeal than 
last year. 

The commercial announce- 
ments will again be confined to 
consumer products sold through 
the hardware trade, including 
grinding wheels for the home and 
workshop, the No. 57 File, No. 
66 Household Sharpener, No. 9 
Scissors Sharpener, No. 45 Safety 


Razor Blade Hone. 








The E. C. Atkins and Co., 
Indianapolis, Ind., “AAA” ball 
team has completed a successful 
season and has ended the base- 
ball season as runners-up in the 
City series of the Indianapolis 
Amateur Baseball Association. 
Nine teams competed in the tour- 
nament in which Atkins won 5 


| of the 7 games played. Up to 
the time of the series, the Atkins 
“AAA” boys played an unde- 
feated season, winning all of 17 
games played. The batting aver- 
age was .320, and the fielding 
average .978. 

Shown from left to right, front 
row, are: Hausman, president, 





Atkins Pioneer Club; Williams, 





Wyss, 
Blankenship, R. Wilbur, Com- 


Davis, Loeper, Prater, 
mons, Neu. Back row: H. C. 
Atkins, Jr., company production 
Clark Burrell, Sears, 


manager; 
Hurt, H. C. Atkins, company 
president, Kehrt, Gunning, T. 


Wilbur, team manager; F. C. 
Gardner, company secretary- 
treasurer. 
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NEW YORK GROUPS MEET 


TO 


DISCUSS SOCIAL SECURITIES ACT 


To better understand the® 
Social Securities Act and various 
new laws affecting business, a 
joint meeting of the Brooklyn 
Hardware Assn., the Manhattan 
& Bronx Hardware & Supply 
Dealers Assn., delegates to the 
Metropolitan Hardware Assn., 
and the Hardware Boosters Assn., 
will be held Thursday evening 
8.30 p. m., Oct. 10, at the meeting 
rooms of the Brooklyn Assn. 

Brennan, Flammen and Simp- 
son, attorneys for the Brooklyn 
Assn., have made a study of these 
laws and will explain them and 
answer questions concerning 
them. This meeting is important 
because all changes in wage 
schedules and bookkeeping meth- 
ods must be arranged before Jan. 
1, 1936. 

The Brooklyn Assn., meets in 
the Johnston Bldg., Flatbush and 
Nevins St., Brooklyn. The build- 
ing is easily accessible from the 


BMT or IRT subways. 





JAS. CULP ON ROAD FOR 
AMERICAN HDW. SUPPLY 


James T. Culp has been ap- 
pointed special paint sales repre- 
sentative for the American Hard- 
ware Supply Co., dealer owned 
wholesale hardware firm, 41 Ter- 
minal Way, Pittsburgh, Pa. The 
company distributes the paints 
manufactured by John Lucus & 
Co., Philadelphia, Pa., and Mr. 
Culp will cover all of American’s 
territory in behalf of Lucas 
products. 

As a boy, Mr. Culp worked in 
his father’s hardware store at 
Vandergrift, Pa. Following com- 
pletion of a course in business ad- 
ministration at Washington and 
Jefferson University, he became 
affiliated with American, and for 
the past year has been engaged 
at various office duties. 





MICHIGAN DEALERS HOLD 
REGIONAL MEETING 


Hardware dealers from Hough- 
ton and Baraga counties, Mich., 
held a regional meeting at the 
Central Hotel, Calumet, Sept. 23, 
according to an announcement by 
H. W. Bervig, secretary of the 
Michigan Retail Hardware Asso- 
ciation. 

William T. Carlton, of Calu- 
met, was chairman of the meet- 
ing. Speakers were A. D. Van 
Dervoort, of Lansing, president 
of the association and a board 
member of the N.R.H.A., and 
H. W. Bervig, secretary of the 
state group. 

Topics at the meeting dealt 
with merchandising to please the 
customer, describing the most 
economical distribution policies, 
training store personnel and de- 
livering service to the customer. 
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H. J. DRENTLAU 


DRENTLAU TO REPRESENT 
SLAYMAKER LOCK IN N. Y. 


The Slaymaker Lock Co. Hard- 
ware Division, Lancaster, Pa., 
announces the appointment of 
Henry J. Drentlau, who will be 
in charge of sales for the Metro- 
politan New York territory, on 
the Slaymaker line of brass and 
bronze hardware. His headquar- 
ters will be at 64 Reade St., New 
York City. 

This line of hardware was 
made prior to 1930 by Greene 
Tweed Corp., Newark, N. J., en- 
joying a reputation for its high 
standard of quality, uniformity 
of fine finish, excellent design 
and workmanship. 

For the past 28 years Mr. 
Drentlau has been active in sales 
work among the Metropolitan 
area hardware trade, both whole- 
sale and retail. For 16 years he 
was with the Stanley Works, 
New York sales organization, and 
for 12 years with Bommer Spring 
Hinge Co., Brooklyn, N. Y. Mr. 
Drentlau is well known among 
hardware men in the Metropoli- 
tan area and has always been 
active in the trade’s activities. 





ELECTRICAL AND RADIO 
EXHIBITION AT N. Y. 


The National Electrical and 
Radio Exposition was held at 
Grand Central Palace, New York 
City, Sept. 18 to 28. The ex- 
hibition was described as a 
review of progress in lighting, 
heating, refrigeration, air condi- 
tioning, oil burners, electrical ap- 
pliances for the home and indus- 
try and the advance in radio 
engineering. 

The country’s leading manufac- 
turers and distributors cooperated 
in presenting the latest ap- 
pliances in the electrical field. 
The Hall of Science, an exhibit, 
gave visitors to the exposition 
opportunity to see the scientific 
invention from the research labor- 





atories of the country. There 
were two broadcasting studios to. 
present daily programs, featuring 
well known personalities and en- 
tertainers in popular broadcasts. 
The exposition was sponsored 
by the Electrical Association of 
New York, Inc., of which Ralph 
Neumuller is managing director. 





HAMEL HARDWARE IN 
BUSINESS SINCE 1875 


To celebrate its 60th year in 
business, the Hamel Hardware 
and Furniture Co., De Soto, Mo., 
is launching a big sale. All goods 
will be marked down. The firm’s 
origin dates back to the days 
when the country surrounding 
De Soto was sparsely populated. 

Gust J. Hamel and Ward Cun- 
ningham purchased the business 
and formed the partnership of 
Hamel and Cunningham in 1875. 
The firm later became the Cun- 
ningham and Hamel Merc. Co. 
The concern progressed under 
that name until 1916, when Mr. 
Cunningham withdrew. From 
then until the present time the 
company has been known as 
Hamel Hardware and Furniture 
Co. 

Associated with the business 
today are: Ward E. Hamel, Ed- 
ward B. Underwood, Lindell A. 
Rowe, Delbert A. McBroom, and 
Earl T. Manning. 





HARDWARE SQUARE CLUB 
HAS CHOWDER PARTY 


At the Sept. 17th meeting of 
the New York Hardware Square 
Club, held at the Masonic Tem- 
ple, 23rd St. & Sixth Ave., mem- 
bers enjoyed a chowder party and 
corn roast, which was followed 
by bridge. 

It was decided to have a smo- 
ker for the Oct. 15th meeting to 
be held at the same meeting 
place. Members of the hardware 
trade will be guests of the Club 
at the October meeting and en- 
tertainment and _ refreshments 
will be provided with the com- 
pliments of the organization. 





GEORGE S. WHYTE 
RETURNS FROM ABROAD 


George S. Whyte, president 
of the MacWhyte Co., Kenosha, 
Wis., manufacturer of wire rope 
cable, and aircraft specialties, has 
returned from Europe where he 
visited Oslo, Stockholm, Copen- 
hagen, London and Edinburgh. 





MOUNTAIN STATES ASSN. 
TO MEET JAN. 20-22 


It was announced by John T. 
Bartlett, secretary, that the 
Mountain States Hardware and 
Implement Associaion will hold 
its 34th annual convention at the 
Cosmopolitan Hotel, Denver, 
Col., Jan. 20-22, 1936. 





HOLMES HARDWARE 
MOVES TO LARGER 
QUARTERS 


Charles Holmes Hardware Co., 
Inc.,. moved to 13141 Woodward 
Ave., Highland Park, Detroit, 
Mich., Sept. 15, where Mr. 
Holmes has leased three stores, 
giving him a 50 foot frontage. 
The company was formerly lo- 
cated in 13531 Woodward Ave. 

He expects to enlarge his 
stock, adding chinaware, lino- 
leum, radios, washing machines, 
wallpaper and other kindred 
lines. He will be glad to re- 
ceive catalogs. 

Mr. Holmes entered hardware 
in Highland Park when he pur- 
chased the stock of Sammer- 
Stewart & Fisher 20 years ago. 
He was also a partner with Or- 
ville C. Paton in the Arcade 
Hardware Co., of Detroit for 10 
years and when the partnership 
was dissolved, he took over the 
Highland Park store. 

His son, Howard F. Holmes, 
has become associated with the 
company in the capacity of of- 
fice manager. Frank Leslie, vice- 
president is builders’ hardware 
manager and John B. Campbell 
is general hardware manager and 
also has charge of the sports 
department. 

Mr. Holmes is also president 
of Raymond-Clopeck & Co. hard- 
ware store at Fort Lauderdale, 
Fla., and spends considerable 
time there. Walter Kitzerow of 
Cleveland has been appointed 
vice-president, secretary and resi- 
dent manager of that company. 





NUTMEGGERS SEE “THE 
AGE OF SPEED” MOVIE 


The Nutmeggers Club held its 
regular monthly meeting Sept. 
11 at the City Club, Hartford, 
Conn. There were 25 members 
and friends present, presided 
over by Elliott Paddock of the 
Greenfield Tap & Die Corp., 
Greenfield, Mass. Norton Co., 
Worcester, Mass., put on an in- 
teresting and entertaining mo- 
tion picture entitled “The Age 
of Speed,” through the courtesy 
of its Hartford office, in charge 
of Oscar Nierendorf and Ronald 
Price. 

The entertainment committee, 
in charge of Carlton Phillips of 
L. S. Starrett Co., Athol, Mass., 
reports that the October meeting 
is to be in the form of a Har- 
vest Supper. 


OKLAHOMA ASSN. TO 
MEET JAN. 28-30 

The Oklahoma Hardware & 
Implement Association will hold 
its annual convention and Ex- 
position at the Masonic Temple, 
Oklahoma City, Oklahoma, Jan- 
uary 28-30, 1936, it is announced 
by Charles F. Nelson secretary. 
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W. A. LUDWIG OBSERVES 
50TH ANNIVERSARY 


The firm of W. A. Ludwig & 
Co., 1870 S. Blue Island Ave., 
Chicago, IIl., celebrated its 50th 
anniversary on October first of 
this year. Elmer C. and Arthur 
C. Ludwig, brothers, are the 
present proprietors and mana- 
gers. 

The business was founded in 
1885 by their father, Wm. A. 
Ludwig, on the same street just 
a few doors away from the pres- 
ent store location. The father 
had been a tinner by trade and 
when he opened his own store, 
it was a combination tinshop and 
hardware store. The store spe- 
cializes in builders’ hardware 
and factory supplies and han- 
dles a short line of general 
housewares and shelf hardware. 

The brothers do most of the 
outside selling incident to the 
builders’ hardware and factory 
sales and believe these two lines 
hold great promise for future ex- 
pansion in their store. The firm 
is a member of the Chicago Re- 
tail Hardware Association, and 
is observing the half century 
mark with a_ store-wide sale 
which will last about 10 days. 
Advertising is regularly carried 
in both English and Bohemian 
newspapers published in the 
neighborhood. The store employs 
ten. 


STRATTON & TERSTEGGE 
ADDS NEW RADIO LINE 


Stratton & Terstegge Co., 1501 
Main St., Louisville, Ky., have 
taken on the distributorship for 
Stromberg-Carlson radios in Ken- 
tucky, Indiana and part of Ohio. 
According to Charles F. Atkin- 
son, advertising manager of the 
company, extensive promotional 
activities are planned for the 
new line. 

GILMORE HEADS G-E 
EDUCATIONAL PROGRAM 


In recognition, of the growing 
need for highly trained men, the 
General Electric Co.’s Merchan- 
dise Department, Bridgeport, 
Conn., which recently adopted a 
comprehensive educational pro- 
gram designed largely along com- 
mercial lines and also including 
fundamental courses in account- 
ing and manufacturing has ap- 
pointed L. G. Gilmore super- 
visor of a new G-E educational 
program. 

As the first step in carrying 
out this program, a series of 
business training classes, in 
charge of competent instructors 
selected largely from within the 
organization, will be started 
early in October. To be eligible 
for these courses, applicants 
must have high school education 
or the equivalent. 


OCTOBER 10, 1935 





Mr. Gilmore graduated from 
Princeton in 1924 and served as 
an instructor in the Harvard 
School, Los Angeles, from 1924 
to 1926. After spending a year 
in the employ of the Republic 
Supply Co., Los Angeles, he 
joined the Maqua Co., Schenec- 
tady, N. Y., in 1927. He then 
went to Bridgeport in 1929. 





GARDNER NAMED SALES 
MANAGER AT KEYSTONE 
Walter H. Gardner, manager 
of special sales at Caterpillar 
Tractor Co., Peoria, IIl., took 
office as general sales manager 
of Keystone Steel & Wire Co., 
Peoria, on Sept. 23. This ap- 
pointment according to Keystone 
executives, is in recognition of 
Mr. Gardner’s outstanding work 
as an organizer and promoter in 
several fields. 





WALTER GARDNER 


Mr. Gardner was formerly 
sales manager of the Yuba Mfg. 
Co., San Francisco, doing a ma- 
chinery business with farmers 
and miners. Later his advisory 
work with Ventura Refining Co., 
of California, and promotional 
aid to the Western Division of 
Taylor-Wharton Iron & Steel Co., 
led to his selection as general 
advertising manager of the Cater- 
pillar Tractor Co. Mr. Gardner 
is well known for his work in 
connection with the development 
of the Diesel engine. 





AMERICAN PAD CO. 

HAS UNIQUE BEGINNING 

More than 50 years ago, the 
late E. L. McLain, founder of 
the American Pad & Textile Co., 
Greenfield, Ohio, observed a 
driver in that city attempt to put 
a cumbersome, circular pad on 
a dray horse. The horse shied. 
After careful study of a similar 
pad, Mr. McLain conceived a pad 
that could be left open at the 
bottom and that could be at- 
tached and detached from the 
horse’s collar. 

The idea led to the develop- 
ment of the company’s present 
large plant, and its products are 





now internationally known. The 
factory utilizes a vast area of 
floor space and has its own com- 
plete metal working, heat treat- 
ing and finishing departments. 
The firm is managed by Charles 
and John Mains, brothers, who 
have grown up with the business. 
Their father earlier played an 
important part in formulating 
the company’s policies. 


W. HOWARD ADDRESSES 
N. Y. HDWE. BOOSTERS 
Winthrop Howard, president, 
The Rawlplug Co., New York 
City, was the principal speaker 
at the opening fall meeting of 








WINTHROP HOWARD 


the N. ¥Y. Hardware Boosters, 
Saturday, Sept. 28, 1935, at the 
Hardware Club, New York City. 
Mr. Howard used as his subject 
“Can we think?” and urged all 
business men to seriously con- 
sider the threats of radical legis- 
lation, uneconomic programs and 
the possibility of unwanted 
changes in the Constitution. He 
believed that too few American 
business men seriously study and 
watch federal legislative activity 
and that too few show proper 
interest in such matters. The 
speaker told of wasteful practices 
in handling the very necessary 
relief work that the government 
has undertaken and stressed the 
need of more thinking about such 
problems which he said vitally 
affected all citizens and had a 
definite bearing on the welfare 
of the entire country. 

Carl B. Waller, president, Un- 
derhill, Clinch & Co., New York 
City, spoke briefly in agreement 
with Mr. Howard’s remarks. Roy 
C. Schmidt, The Stanley Works, 
as chairman of the entertain- 
ment committee, reported on the 
summer fishing party. 

There were twenty-five members 
and four guests present. Presi- 
dent E. R. Sandiford, HARDWARE 
AcE, presided, and Secretary 
Oscar E. Watts, Sherwatt Equip- 
ment Co., read the minutes and 
the correspondence. 





EFHA HOLDS HEARING 
ON FUTURE PLANS 


Plans for the merchandising. 
and financing of electrical equip- 
ment and appliances in cities 
and rural areas throughout the 
country were discussed at a hear- 
ing on Sept. 5 before the trus- 
tees and officers of the Electric 
Home and Farm _ Authority. 
Views of the electrical manufac- 
turing industry were expressed 
by a subcommittee of the Na- 
tional Electrical Manufacturers 
Association Rural Electrification 
Committee. 

Under consideration were the 
terms upon which electrical 
equipment and appliances shall 
be sold, the maturity of the loans 
to be made by the authority, the 
amount of the loans, and mer- 
chandising methods. 

There was also discussion of 
plans to extend the line of ap- 
pliances and equipment which is 
eligible for financing by the 
authority. Particular attention 
was given the prospective inclu- 
sion of feed grinders, milking 
machines and milk coolers, as 
the demand for these is expected 
to increase substantially as the 
program of the Rural Electrifi- 
cation Committee goes forward. 

According to the Rural Elec- 
trification Administration, it is 
estimated that approximately 
$40 will be spent for line hard- 
ware for each mile of rural line 
built. This line hardware con- 
sists in the main of guy anchors 
and guards; insulator pins and 
fittings; cable clips and clamps; 
bolts, washers and nuts; lag 
screws and cross-arm braces; 
wire brackets, etc. 

The views of the representa- 
tives of the industry were taken 
under advisement by the board, 
which expects to formulate in 
the near future its detailed plans 
of operation. 

The authority’s board of trus- 
tees announced the resignation 
of Max O’Rell Truitt as its gen- 
eral counsel and the appointment 
of Abram Hewitt, of Virginia, 
as his successor. Mr. Truitt, 
who is solicitor of the Recon- 
struction Finance Corp., will re- 
main a member of the board of 
trustees and will give special at- 
tention to legal matters coming 
before the authority. 





PEXTO APPOINTS 
CANADIAN AGENCY 


S. H. Cutts, 36 Yonge St., 
Toronto, Canada, has been given 
the agency for all lines produced 
by the Peck, Stow & Wilcox Co., 
Southington, Conn. This in- 
cludes both tools and hardware, 
and machinery as well as roller 
skates and other lines and covers 
the Dominion of Canada. 
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Cc. G. GILBERT BECOMES 
ILL, ASSN. MANAGER 


Charles G. Gilbert has been 
chosen managing director of the 
Illinois Retail Hardware Associ- 
ation, succeeding Paul M. 
Mulliken, whose appointment to 
the Simmons Hardware Co., St. 
Louis, Mo., is told on page 51 of 
the Sept. 12 issue of HARDWARE 
AGE. 





Cc. G. GILBERT 


Mr. Gilbert is head of F. 
M. Gilbert and Son, Oregon, 
Ill. He grew up in the hardware 
store and later learned the sheet 
metal and master plumber trade, 
becoming a partner in the firm 
in 1903. 

Mr. Gilbert became a member 
of the association more than 25 
years ago and has attended every 
convention. He was made a di- 
rector of the organization and 
served as its president in 1928. 

At the 1931 Congress of the 
National Retail Hardware Asso- 
ciation, he was elected to the 
Board of Governors and has 
served as chairman of the Price 
Competition Committee since 
the organization of that group. 


NEBRASKA ASSN. 
TO MEET FEB. 4-6 


George H. Dietz, secretary, has 
announced that the Nebraska 
Retail Hardware Association will 
hold its 35th annual convention 
at Lincoln, Neb., Feb. 4-6. Head- 
quarters and sessions will be at 
the Cornhusker Hotel. 





CITY SPENDS $592,125 
FOR BUILDING ACTIVITY 

Building activities in Louis- 
ville, Ky., during the month of 
August included 128 projects, 
involving a total expenditure of 
$592,125. This exceeded the 
amount spent for the same month 
in 1934 by $343,243, or more 
than 100 per cent, figures re- 
leased by Fred Erhart, city build- 
ing inspector, reveal. 

Of the 128 projects, 58 per- 
mits were issued for new con- 





struction, while 70 were issued 
for alterations. Permits for con- 
struction of 20 one-family resi- 
dences, costing $98,000, were 
issued during the month. 





KINGSTON PRODUCTS 
COMPLETES FACTORY 


Kingston Products Corp., Ko- 
komo, Ind., manufacturers of 
Kingston sidewalk roller skates 
and “Little Lady” electric toy 
ranges has completed its new 
factory building, adding 35,000 
square feet of floor space to the 
firm’s manufacturing facilities. 
The new unit which will be de- 
voted entirely to manufacturing, 
is located north of the main 
Kingston plant. The building is 
130 x 270 feet, of brick and steel 
construction, with modern “day- 
light windows.” 

Completion of the new build- 
ing was celebrated Aug. 10 with 
a “housewarming” held in the 
plant. Company officials were 
hosts to approximately 2,000 
Kingston employees and their 
friends for whose enjoyment two 
orchestras, entertainment and re- 
freshments were provided. 

The Kingston factory at Ko- 
komo has been in continuous 
operation for 35 years. The firm 
was originally established for the 
manufacture of automobile equip- 
ment, specializing in electrical 
devices. In addition to making 
roller skates and electric toy 
ranges, the firm manufactures 
carburetors, spark plugs, coils, 
condensers, battery chargers and 
radios. 


N. Y. SEES METAL 
PRODUCTS EXHIBIT 


The first section of the Metal 
Products Exhibit—the first per- 
manent exhibition of metals and 
plastics in this country—opened 
its doors on Sept. 16, in the 
International Bldg., Rockefeller 
Center; New York City. This 
exhibition, which is under the 
direction of Metal Products Ex- 
hibits, Inc., is designed to pro- 
vide a comprehensive review of 
metallic and plastic materials 
and parts as used by industry. 

Features at the opening of the 
Exhibit include a display of 
“Metals in the Modern Manner,” 
by a group of industrial design- 
ers; and exhibition showing 
metal finishing in all its phases; 
and a comprehensive display of 
modern plastics as parts and fin- 
ished products. 





RAYBESTOS-MANHATTAN 
BUYS MULTIBESTOS CO. 


Raybestos - Manhattan, Inc., 
Bridgeport, Conn., and Passaic, 
N. J., manufacturers of asbestos 
wicks for oil stoves and of other 
asbestos products, has acquired 





the manufacturing equipment, 
good will and other assets of the 
Multibestos Co., Walpole, Mass. 
The Dewey & Almy Chemical 
Co., Cambridge, Mass., are listed 
as owners of the Walpole firm, 
which was organized in March, 
1911. The sale does not include 
ownership of the factory build- 
ings or the taking over of the 
Walpole firm’s inventory. 





ILL. ASSN. DISCUSSES 
TRADE PROBLEMS 


Seventy-two retail hardware 
dealers from a 60-mile area sur- 
rounding Peoria attended a dis- 
trict meeting of the Illinois Re- 
tail Hardware Association for 
discussion of trade problems at 
the Pere Marquette Hotel re- 
cently. 

Speakers included V. F. Han- 
non, assistant sales manager of 
the Barlow & Seelig Mfg. Co., 
Ripon, Wis., who outlined meth- 
ods of merchandising major ap- 
pliances; Harry O. Ryan, New 
Holland, Ill., president of the 
state association, who reported 
on the national hardware con- 
vention held in Detroit in June, 
and Paul M. Mulliken, execu- 
tive director of the association. 

Two reels of talking pictures 
showing the manufacture of 
window glass and plate glass, 
were shown. 


NATIONAL LOCK CO. 
APPOINTS CLARK 


George H. Clark has been ap- 
pointed sales representative for 
all of Michigan and northern In- 
diana for the National Lock Co., 
Rockford, Ill. The firm manu- 
factures furniture hardware in 
addition to locks. 





ELECTRICAL ASSOCIATES 
HOLD ANNUAL OUTING 


The eighth annual outing of 
the Electrical Associates Club, 
Inc., was held at Eskotters 
Grove, College Point, L. I., Sept. 
14. Dinner was served and the 
guests amused themselves with 
sack race, tag race, crab race, 
dizzy race, tug-of-war, horse shoe 
pitching, cards and bowling. A 
baseball game was played be- 
tween the Irish Terriers and the 
Dutch Hounds. 

Henry J. Baitinger was chair- 
man of the outing committee. 





NEW ENGLAND ASSN. TO 
MEET MARCH 11-13 

The New England Hardware 
Dealers Exhibition and Conven- 
tion will be held at the Hotel 
Statler, Boston, Mass., on March 
11, 12 and 13, 1936, it was an- 
nounced by C. C. Small, secre- 
tary. 





~ BRIGGS DISTRICT MCR. 
BOSTON WOVEN HOSE 


Effective after Oct. 1, William 
A. Briggs will be in charge of 
the Southern Sales District of 
the Boston Woven Hose & Rub- 
ber Co., Cambridge, Mass., with 
headquarters at Atlanta, Ga. 





W. A. BRIGGS 


Mr. Briggs has been with the 
company for nearly thirty years. 
Beginning in the manufacturing 
end of the business, he advanced 
rapidly to positions of impor- 
tance in the Sales Division of 
the company and has at various 
times managed several different 
departments in the organization. 
He has also had extensive travel- 
ing experience in practically all 
sections of the country. 

In his new location, he will 
devote his time entirely to the 
building up of Southern distri- 
bution through the company’s 
distributors, as well as the 
strengthening of the outside sales 
force and the development of 
field contacts. 





PITTSBURGH GROUP 
HAS DINNER-MEETING 


The Pittsburgh Retail Hard- 
ware Association held its Sep- 
tember meeting at the Fort Pitt 
Hotel, Pittsburgh, Pa., Sept. 27. 
Dinner was served at 7:30 p. m. 
and the meeting began at 8:30. 

A brief report of the Congress 
of the N.R.H.A. at Detroit was 
presented. The talking movie, 
“Modernization of Main Street,” 
prepared and presented by the 
Duquesne Light Co., Pittsburgh 
Plate Glass Co. and the West- 
inghouse Co., was shown. 


E. E. HALL NAMED 
BY AMES BALDWIN CO. 


E. E. Hall succeeds the late 
L. P. Tate as California repre- 
sentative of the Ames Baldwin 
Wyon.ing Co., Parkersburg, 
W. Va., manufacturers of shovels 
and related tools. Mr. Hall’s ad- 
dress is 26 Oak Knoll Garden 
Drive, Pasadena, Cal. 
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UNION FORK & HOE CO. 
ACQUIRES NEW PLANT 


To insure better service to 
customers for hand farm and 
garden tools throughout the 
South, The Union Fork & Hoe 
Co. announces that it has ar- 
ranged with The Union Fork 
and Hoe Co. of the South, a 
Mississippi corporation, to mar- 
ket the entire output of the lat- 
ter’s plant, recently completed at 
Jackson, Miss. Increasing de- 
mand for Union’s brands has 
instituted this new source of sup- 
ply to augment the present pro- 
duction of Union’s own plants 
at Columbus, Ohio and Frank- 
fort, N. Y., it is stated. 

According to Edward Durell, 
president, the Jackson company’s 
plant, represents the latest and 
most efficient plant design for 
the economical production of 
handles and the finishing of a 
complete line of hand farm and 
garden tools. Four buildings of 
steel, brick and concrete con- 
struction occupy a four-acre site. 
Their 60,000 square feet of floor 
space is all on ground level. 
Large warehousing facilities for 
handle storage are provided in 
connection with the handle fac- 
tory. 

Steel forgings for hoe blades, 
fork tines, rake and hook heads, 
will be shipped to the Jackson 
plant from Columbus and Frank- 
fort for finishing and assembling. 
The superintendence of finishing 
operations and of inspections at 
Jackson will be in the hands of 
Rex Berman, who has been as- 
sistant superintendent at Union’s 
Columbus works. The Jackson 
firm is bringing key men from 
the older established steel goods 
plants in the North to train its 
workers: and supervise produc- 
tion operations. 

Mr. Durell states that a com- 
plete stock of all tool items need- 
ed by the southern trade will be 
maintained at Jackson after 
Nov. 1. 





CONSUMER PRODUCTS 
STUDY NOW AVAILABLE 


Market Research Series Num- 
ber 7, entitled “Check Sheet— 
Introduction of New Consumer 
Products” by O. C. Holleran, 
Marketing Research and Service 
Division, is now available from 
the Department of Commerce, 
Washington, D. C., at 5¢ per 
copy. 

The purpose of the study is to 
give the manufacturer a method 
by which he may be sure that 
every important question to do 
with the successful marketing of 
a new product, or an old one, 
has been adequately studied from 
every angle before marketing is 
actually undertaken. 

Under a heading, Marketing, 
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are sections devoted to The Mar- 
ket, Buying Habits of the Mar- 
ket, Competition, Manufacturer’s 
Price, Policy, Channels of Distri- 
bution, Sales Promotion, Organi- 
zation and Management of the 
Sales Force. Under the heading, 
Planning and Production, are 
sections on Sources of Ideas, 
Major Purposes for Which New 
Goods are Made, Design, Produc- 
tion, Material, Service, and New 
Capital Investment Factors, and 
others. 


CLEAN UP DISPLAY 
AT REDUCED PRICE 


A special reduced price has 
been made on Clean Up and 
Paint Up window display No. 37, 
which formerly was sold for $1.85 
each. The new price is $1.35 
each, carriage charges collect. 

All orders for Clean Up and 
Paint Up display material should 
be sent to the National Clean Up 
& Paint Up Campaign Bureau, 
2201 New York Ave., N. W., 
Washington, D. C., which will 
send a full catalog of display 
material illustrated in colors. 
CODE-SPONSORING TRADE 

ASSN. LIST PUBLISHED 


Known as Market Research 
Series No. 4, the bulletin, “Code- 
Sponsoring Trade Associations,” 
lists over 800 industries which 
were under codes. It gives in- 
formation on each as the prin- 
cipal trade association which 
sponsored the code, the approxi- 
mate size of the industry, the 
number of employees under 
normal conditions, the address 
of each code authority office, the 
name of its secretary, and the 
amount of its annual budget if 
such budget has been approved 
officially. The code-sponsoring 
trade associations listed number 
over 1000 and, in addition to 
the name of the association, there 
are included the address and 
name of the association secre- 
tary. 

The bulletin was prepared by 
C. Judkins, chief of the Trade 
Association Section, Marketing 
Research and Service Division. 
Copies may be obtained at 10¢ 
each from the Bureau of Foreign 
and Domestic Commerce, Dept. 
of Commerce, Washington, D. C., 
or at any of its district offices 
located in principal cities. 





IOWA RETAIL ASSN. 
TO MEET FEB. 11-14 


Philip E. Jacobson, secretary. 
The Iowa Retail Hardware As- 
sociation, has announced that the 
association will hold its conven- 
tion at Des Moines, Iowa, Feb. 
11-14, 1936. Business sessions 
will be held in the Hotel Savery 
and the exhibit in the Des 
Maines Coliseum. 





PHILLIPS RESIGNS 
AS HEAD OF VALSPAR 


Lawrence Phillips has an- 
nounced his resignation as 
president and director of the 
Valspar Corp., New York City, 
manufacturers of paints and 
varnishes, and of its affiliated 
companies, Valentine & Co., 
New York; Detroit Graphite 
Co., Detroit, Mich.; and the Con- 
Ferro Paint and Varnish Co., 
St. Louis, Mo. 





LAWRENCE PHILLIPS 


Mr. Phillips entered the em- 
ploy of Valentine & Co. in 1921 
as secretary, becoming success- 
ively treasurer, vice-president, 
and in 1931 being elected presi- 
dent. From 1932 until the re- 
organization of the Valspar Corp., 
in the latter part of 1934, Mr. 
Phillips served as receiver, then 
became president. 





SEEKS HARDWARE LINES 
FOR PHILIPPINE IS. 


J. A. Murphy, of J. A. Mur- 
phy Co., manufacturers represen- 
tative, P. O. Box 1223, Manila, 
P. I., who has been successful in 
the automotive field, wishes to 
add some hardware items to his 
range. He represents as a sales 
agent such concerns as Alumi- 
num Industries, Inc., Cincinnati, 
Ohio; Kilborn-Sauer Co., Fair- 
field, Conn.; Multibestos Co., 
Cambridge, Mass.; Perfection 
Gear Co., Harvey, Ill.; Trico 
Products Corp., Buffalo, N. Y., 
some of the lines handled by Ben 
Hacker, 280 Broadway, and by 
David Coe, 56 Worth St., both 
of New York City. 


APEX ROTAREX CORP. 
LEASES SPACE IN MART 


The Apex Rotarex Corp., elec- 
trical household utilities manu- 
facturer of Cleveland, Ohio, has 
leased 6000 square feet of space 
on the 14th floor of the Mer- 
chandise Mart, Chicago, and will 
establish an extensive display 
room and service department. 





HENRY SIEBERT, INC., 
BUYS FACTORY BUILDING 


Henry Siebert, Inc., Rochester. 
N. Y., has purchased the factory 
and store building on the corner 
of St. Paul and Andrews Sts. 
Frank H. Siebert, president of 
the firm, said the whole building 
of six stories would be remod- 
eled, with new elevators to meet 
expansion of the company. 

The ground floor and two up- 
per floors will be used to house 
various departments of the firm 
which deals in hardware, heat- 
ing equipment, _ refrigerators. 
domestic machinery and air con- 
ditioning apparatus. The remain- 
ing space will be leased. 

The present home of the Sie- 
bert Co., now at 162 Andrews 
St., will be relinquished. The 
new place is next door. The 
present Main St, display rooms 
of the company will be closed 
and combined in the new show 
room. 


BURHANS & BLACK HAS 
WAREHOUSE EXHIBIT 


Burhans & Black, Inc., hard- 
ware wholesalers of Syracuse, N. 
Y., held an exposition in_ its 
warehouse, Sept. 10-12, which 
was described as the most ex- 
tensive general hardware display 
ever conducted in Syracuse. More 
than 75 nationally-known hard- 
ware manufacturers were repre- 
sented. 

Dealers from all parts of the 
State were guests of the organi- 
zation during the show which 
occupied three floors of the com- 
pany’s warehouse and _ office 
building. Charles Ralph, general 
manager and Howard C. Crabb, 
sales manager, directed the ex- 
position. 


PASHA TO CONVENE IN 
BALTIMORE, FEB. 24-28 


W. Glenn Pearce, managing 
director, has announced that the 
Pennsylvania and Atlantic Sea- 
board Hardware Association will 
hold its annual convention and 
exhibition in Baltimore, Md., 
February 24, 25, 26, 27, and 28, 
1936. 

Hotel headquarters will be the 
Lord Baltimore Hotel and en- 
tertainment features will be held 
there. Convention sessions and 
exhibit will both be held in the 
Fifth Regiment Armory. 





N. E. IRON AND HDWE. 
ASSN. HOLDS TOURNEY 


The New England Iron and 
Hardware Association, 88 Broad 
St., Boston, Mass., held its annual 
outing and golf tournament at 
the Sandy Burr Country Club, 
Sept, 17. The event proved to 
be very enjoyable. 
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WARNER HARDWARE CO. 
HAS 60TH BIRTHDAY 


The Warner Hardware Co., 
Minneapolis, Minn., founded in 
1875 by the late Richard L. War- 
ner, is celebrating its 60th birth- 
day. The firm had its beginning 
in a 12 x 14 store. Today it 
occupies four floors and a base- 
ment in its own building at 13 
Sixth St., South, employing 88 
people in nine departments. 

When Mr. Warner came to 
Minneapolis 60 years ago to or- 
ganize his hardware business, he 
had a cash capital of $75. His 
brother, Frank R. Warner, joined 
him in 1882. A new building 
was erected and the firm became 
the Warner Bros. Hardware Co. 
In 1901 the Warner Hardware 
Co. was incorporated with Leon 
C. Warner, Sr., as president and 
manager and Richard L. Warner 
as secretary and treasurer. In- 
creasing expansion necessitated 
several moves to larger quarters 
until in 1907 the firm located in 
its present quarters. 

Officers of the concern today 
are: Mrs. Leon C. Warner, 
president; E. F. Carlson, vice- 
president; Leon C. Warner, Jr., 
general manager and treasurer, 
and Hubert A. Burns, secretary. 
The departments of the business 
are: builders’ hardware, consist- 
ing of both retail and wholesale 
contracting divisions; tools; 
sporting goods; paints; indus- 
trial and yard and garden equip- 
ment; cutlery; household appli- 
ances; kitchenware and a large 
repair department. 





STOCK VALUED AT $400 
TAKEN FROM OHIO STORE 


Thieves recently broke into the 
hardware store of William Pet- 
zold, 1749 Grand Blvd., Hamil- 
ton, Ohio, and took guns, ammu- 
nition and other merchandise 
valued at $400. Entrance was 
gained through a rear door. 
Police believe the thfeves used 
an automobile or a truck to haul 
the loot away. 

Included in the loot were 
double and single barreled shot- 
guns, butcher knives, meat cleav- 
ers, wrist watches, radio sets, 
and wrenches. 

S. H. HARPER, BUYER 
FOR HARPER & McINTIRE 


Samuel H. Harper has been 
appointed buyer of shelf hard- 
ware and tools for the wholesale 
hardware firm of Harper & Mc- 
Intire Co., Ottumwa, Iowa. He 
is a grandson of the founder of 
the company and has been with 
the organization in a clerical 
position for the past ten years. 

Mr. Harper succeeds R. W. 
Hartman, who has been made 
general manager of Fabritz 





Hardware Stores, Inc., a retail 
firm with headquarters in Ot- 
tumwa. 





ORVILLE C. THOMAS 


Orville C. Thomas, whose ap- 
pointment to the Chicago area 
to have charge of sales for Co- 
lumbian Enameling & Stamping 
Co., Terre Haute, Ind., was an- 
nounced on page 57 of the Sept. 
12th issue of HARDWARE ACE. 


IGOE BROS. DISTRIBUTE 
MARTIN-SENOUR LINE 


Igoe Brothers, 61 Metropolitan 
Ave., Brooklyn, N. Y., whole- 
salers of general and heavy hard- 
ware who serve some 1500 deal- 
ers, have recently been appointed 
distributors in the New York 
metropolitan area for the line 
of paints made by the Martin- 
Senour Co., Chicago, II. 

One of the oldest companies in 
its field, Martin-Senour manu- 
factures Monarch house paint, 
Kolor-Brite enamels and a com- 
plete line of kindred specialty 
items. Officials of Igoe Broth- 
ers state that the addition of the 
line is in keeping with their 
policy of quality-product repre- 
sentation, and declare their judg- 
ment has already been more than 
affirmed by dealers who have or- 
dered stocks. 

MICHIGAN ASSN. TO 
CONVENE, FEB. 11-15 


The Michigan Retail Hardware 
Association Convention will be 
held February 11-15, 1936, in De- 
troit, it is announced by Harold 
W. Bervig, secretary. Headquart- 
ers will be the Hotel Statler and 
the exhibit meetings will be held 
in the Masonic Temple. 





WISCONSIN ASSOCIATION 
TO MEET, FEB. 4-7 


The annual convention and ex- 
hibit of the Wisconsin Retail 
Hardware Association will be 
held at the Milwaukee Audi- 
torium, Milwaukee, Wis., Feb. 
4-7, 1936, it was announced by 
C. M. Cook, assistant secretary. 





George W. Kornely, 3374 N, 
Green Bay Ave., Milwaukee, is 
exhibit manager. 





NELSON ASST. SALES 
MANAGER FOR KEYSTONE 


Keystone Steel & Wire Co., 
Peoria, Ill., has named A. A. 
Nelson as assistant general sales 
manager to Walter Gardner. The 
appointment is in recognition of 
the knowledge and experience he 
has had in lending assistance to 





A. A. NELSON 


building up the Keystone organi- 
zation. 

Mr. Nelson started with the 
company in 1906 in the Sales 
Department where he remained 
until 1910. He then went on 
the road as salesman, covering 
Missouri, Kansas and Oklahoma. 
In 1915 he came back into the 
office as assistant sales manager 
under H. G. Moore, who was 
made sales manager at that time. 





RENOWN CO. OFFICERS 
TO MANAGE FOR DECADE 


Stockholders * of the Renown 
Stove Co., Owosso, Mich., have 
granted a contract to Millard H. 
Pryor, manager, and Bernard A. 
Nagelvoort, secretary, to manage 
the company: for the next 10 
years. They have headed the con- 
cern for the past three years, 
during which time they built’ up 
a substantial business. 

The company is now operating 
six days per week and will con- 
tinue to do so indefinitely. Ap- 
proximately 150 men are on the 
payroll. 

OHIO HARDWARE ASSN. 

TO MEET FEB. 18-21 


It was announced by John B. 
Conklin, secretary, that the 42nd 
annual convention of The Ohio 
Hardware <Asoociation will be 
held Feb. 18-21, 1936, at the 
Netherland Plaza Hotel, Cincin- 
nati, Ohio. Both convention 
sessions and the exhibition will 
be held in the hotel. 


REPUBLIC STEEL CORP. 
NAMES J. P. DISTLER 


Effective immediately, J. P. 
Distler has been appointed 
manager of sales, Wire Division, 
Republic Steel Corp., Youngs- 
town, Ohio, with headquarters 





J. P. DISTLER 


at the Grand Crossing plant in 
Chicago. Mr. Distler succeeds 
R. W. Hull, whose duties as as- 
sistant manager of sales for all 
Republic products in the Chicago 
district will now receive his en- 
tire time. 

Prior to his appointment with 
Republic, Mr. Distler had been 
connected with Keystone Steel 
& Wire Co. continuously since 
1918. For the past five years he 
was general manager of sales for 
Keystone, following ten years of 
experience as assistant sales man- 
ager, during which time the en- 
tire government, railroad and in- 
dustrial business of Keystone was 
built under his supervision. For 
the past two years he has served 
on the Commercial Committee of 
the American Iron & Steel In- 
stitute. 


HORTON MFG. CO. 
APPOINTS DISTRIBUTORS 


Horton Mfg. Co., Fort Wayne, 
Ind., has announced the appoint- 
ment of the following wholesalers 
to distribute Horton Washers 
and Ironers in their respective 
territories: Aitken Radio Corp., 
Detroit, Mich.; The James 
Bailey Co., Portland, Me.; Bald- 
win-Hall Co., Syracuse, N. Y.; 
E. R. Beers Electric Co., Blooms- 
burg, Pa.; The Cooper-Louisville 
Co., Louisville, Ky.; Dyke Sup- 
ply Corp.; Pittsburgh, Pa. 

Electrical Distributing, Inc., 
Portland, Ore.; Excelsior Radio 
Co., Harrisburg, Pa.; F. R. Good- 


ing Co., Wilmington, Del.; Rob-° 


erts Hardware Co., Inc., Utica, 
N. Y.; Edward K. Tryon Co., 
Philadelphia, Pa.; and Federal 





Appliance Co., Newark, N. J. 
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ENTZ AND RUCKER OPEN 
STORE ON ANNIVERSARY 
Entz and Rucker recently cele- 
brated their 25th birthday in 
Los Angeles by opening a new 
branch store in the heart of the 
southwest Los Angeles trading 
area, and according to George 
M. Rucker, vice-president and 
general manager, are doing bet- 
ter than they had expected. 





GEORGE M. RUCKER 


It has been 25 years since 
Banks Rucker, who for many 
years previous to 1910 had trav- 
eled the United States, Canada 
and Mexico for Peck, Stow and 
Wilcox, left the road to settle 
down in Los Angeles in the re- 
tail hardware business. 

In this new retail establishment 
he was shortly joined by two 
brothers-in-law, Walter F. Entz 
and George G. Entz. 

Banks Rucker and Walter F. 
Entz have since passed on but 
the policies they outlined 25 
years ago are still the rules that 
are back of the Entz and Rucker 
merchandising plan. 

George G. Entz is now the 
president and George Rucker is 
vice-president and general man- 
ager of the concern. 





KENTUCKY ASSN. TO 
MEET JANUARY 21-23 


J. M. Stone, secretary, has an- 
nounced that the convention and 
exhibit of the Kentucky Hard- 
ware and Implement Association 
will be held January 21-23, 1936, 
at the Seelbach Hotel, Louisville, 
Ky. 

CORRECTION 

A news item on page 50 of the 
August 15th, 1935 issue of Harp- 
warE ACE tells of the organiza- 
tion of the Lowell Metal Prod- 
ucts Co., Lowell, Mich. In this 
item it was incorrectly stated 
that “The formation marks the 
revival of the old Lowell Spe- 
cialty Co., successful local 
sprayer firm which was sold a 
few years ago.” The error was 
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due to a misunderstanding by 
our correspondent. 

The Lowell Specialty Co., is 
still a going concern, incorpo- 
rated in Michigan thirty years 
ago. The charter was recently 
extended for another thirty 
years. 

Due to some diversity in 
manufacturing and to some 
elimination of household special- 
ties that were made by the com- 
pany in earlier years, the present 
operators of the business have 
been using Lowell Manufactur- 
ing Co., as an operating name. 

The factory of the Lowell 
Manufacturing Co., is situated 
at Lowell, Mich., and its general 
office is located in the North 
Pier Terminal, Chicago. 





H. H. DOOLEY ADDED 
TO NESCO SALES STAFF 


H. H. Dooley, who up to the 
present time has been associated 
with the West Bend Aluminum 
Co. in the capacity of Field Sales 
Director, has joined the sales 
staff of the National Enameling 
and Stamping Co., Milwaukee, 
Wis. Mr. Dooley is well known 
in the department store and re- 
tail establishments. 





BUYS HARDWARE STORE 


At a public auction J. A. Mc- 
Carville and Joe Finneren pur- 
chased the hardware store of 
Gruenzner Bros., Armour, S. D., 


and have taken possession. 








HARDWARE BRIEFS 








ALABAMA 
Lyon & Son has moved from 
its location near the Court 
Square to a larger store near the 
A. G. S. R. R. Depot, Livingston, 
Ala. 





CALIFORNIA 
Joe Walker has purchased the 
Mills building on Main St., El- 
sinore, Cal., and will open a 
hardware store there. He will 
also do electrical work and 
plumbing. 


The Diller Hardware Co. has 
moved to 675 Main St., El 
Centro, Cal. 


N. F. Hill has opened the 
H. & H. Hardware Store, suc- 
cessor to the Grainger Hardware, 
2480 East Colorado St., Lamanda 
Park, Cal. 


George Sanchez, former mem- 
ber of the Sanchez Hardware Co., 
Ventura, Cal., is opening the 
Victory Hardware store at Vic- 
tory and Van Nuys Blvds., Van 
Nuys, Cal. 


The Heart Plumbing and 
Hardware Co. has been opened 
at 6215 Van Nuys Blvd., Van 
Nuys, Cal. E. R. Peters and 
H. D. Chase are the owners. 





Mr. and Mrs. Earl McReynolds 
have purchased the Santa Bar- 
bara (Cal.) Hardware Co., 509 
State St., formerly owned by 
D. T. Garnett. 

ILLINOIS 

The formation of the Elburn 
(Ill.) Hardware, Plumbing & 
Heating Co. is the result of the 
purchase by F. A. Goetz of the 
Reeves hardware business. 





INDIANA 


The Link Hardware Co., Rock- 
port, Ind., has exchanged loca- 





tions with the Rimstidt Hard- 
ware Co., of that city. The Link 
firm is successor to Fred W. Rim- 
stidt hardware, brother of Jasper 
Rimstidt, proprietor of the pres- 
ent firm. 
IOWA 

Gilbert A. Beranek has pur- 
chased the Ellison Bldg., at Mt. 
Vernon, Iowa, and will move the 
Beranek Hardware and Imple- 
ment store there. 





Albert Kruger recently pur- 
chased the building occupied by 
the Fern Hardware Co., Fern, 
Iowa, and will go into the hard- 
ware and farm machinery busi- 
ness, on about Feb. 1. 





Ed Tentinger has purchased 
the interest of his partner, Will 
Koenig, in the Koenig Hardware 
Co., Le Mars, Iowa. 





Tedd Witt has purchased the 
hardware stock of the Sibbert- 
Reimers Co., Denison, Iowa, and 
is moving it to a new location 
in the Menagh block after the 
quarters have been completely 
remodeled. 


G. E. Shaver of Ottumwa, 
Iowa, has opened a hardware 
store in the McMahon Bldg., 
State Center, Iowa. 





KANSAS 
Lewis & Son, MacDonald, 
Kan., is closing out his hardware 
stock and will engage in hard- 
ware in St. Francis, Kan., in the 
near future. 


Ben M. Smith has opened a 
hardware store at 2706 Brown 
Ave., Kansas City, Kan. 





Robinson & Forrest, hardware 
dealers of Bucklin, Kan., have 
dissolved partnership. Chas. Rob- 


MOHRHUSEN ADDRESSES 
BROOKLYN ASSOCIATION 


The latest meeting of the 
Brooklyn (N. Y.) Hardware As- 
sociation had the pleasure of 
hearing a very interesting speech 
on retail merchandising deliv- 
ered by A. H. Mohrhusen, sales 
manager, Brush Division, Devoe 
& Raynolds Co., Inc., 1 W. 47 St., 
New York City. 





A. H. MOHRHUSEN 


As at other similar meetings 
throughout the country, Mr. 
Mohrhusen covered his subject 
thoroughly. Associate selling, 
arrangement of merchandise and 
interior displays were discussed. 
Particular interest was shown 
in a recountal of typical sales in- 
stances—some_ illustrating ap- 
proved tactics, while others il- 
lustrated poor methods. Inter- 
est was shown in comparisons 
between retail hardware selling 
and similar efforts in department 
and syndicate stores. 

A large number of representa- 
tive Brooklyn hardware  mer- 
chants were present. At the end 
of the meeting Mr. Mohrhusen 
answered individual questions. 











inson of Liberal, Kan., will take 
over the stock and Mr. Forrest 
will retain the building. Claude 
Robinson will manage the busi- 
ness for his father. 





KENTUCKY 

Skidmore Hardware Co. is 
erecting a two-story addition to 
its building, giving the company 
a display room for electric re- 
frigerators, washing machines, 
ironing machines and radios. 
The plans provide 20 feet of ad- 
ditional space to the main store 
room. 





LOUISIANA 
Huffman’s, Inc., has purchased 
the hardware and implement 
business of Wayne Thompson in 
Crowley, La., and will continue 
in business in the same location. 
The stock will be enlarged. John 


G. Huffman is manager. 
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Atlantic City Convention Program Announced 





James E. Gheen will address open joint session on 
Monday night. Wm. P. Jeffery, Frank R. Kent, Con- 
gressman C. L. Beedy of Maine, Dr. Arthur L. 
Faubel, R. E. Pritchard, and Dr. R. S. Alexander 
are among featured speakers at sessions of whole- 
salers and manufacturers. Convention dates, Octo- 
ber 21 to 24, 1935, with headquarters at the 
Marlborough-Blenheim Hotel. 





A joint meeting, Monday eve.; 
Oct. 21, will open the joint con- 
vention of the National Whole- 


sale Hardware Association and he W : 
American Hardware Manufac- The Wednesday morning ses- 


turers Association at the Marl- | $0” of the wholesale group will 
borough-Blenheim Hotel, Atlan- be devoted to the sales policies 
tic City, Oct. 21-24. Following and differentials of manufactur- 
brief opening remarks by their | © and their influence upon 


Business.” Session will conclude 
with informal discussions of cur- 
rent industry problems. 





respective presidents, L. M. Strat- | distribution. “Why Wholesalers 
ton and A. P. Van Schaik, Are Entitled to a Differential 
will be the subject of an address 
by Dr. R. S. Alexander, asst. 
professor of marketing, Columbia | 
University and formerly associ- | 
ated with the N. R. A. 

Dr. Arthur L. Faubel, associate | 
professor of economics, N. Y. | 
University, will talk to the manu- 
facturers group on “Reciprocal 
Tariff Agreements and Their Ef- 
fect on American Industry.” Fol- | 
lowing him, “The Social Security | 


James E. Gheen will address 
both groups on “Minding Your 
Own Business.” Mr. Gheen has 
a wide reputation as an enter- 
taining speaker in a light, philo- 
sophical vein. 

The Tuesday morning business 
session of the National Whole- 
sale Hardware Assn. will be 
opened with the annual address 
of President L. M. Stratton and 
wil] include various reports. The 
meeting will be addressed on 
“My Opinion of the Service the 


Act” will be discussed by R. E. 
Pritchard, vice-president, The 
Stanley Works. 

At 12 o’clock both associa- 
tions will hold a joint meeting in 
the ball room and will be ad- 
dressed by former congressman 
Hon. Caroll L. Beedy of Port- 
land, Me. 

The Thursday morning session 
of the American Hardware Manu- 
facturers Assn. will feature the 
usual reports of officers and com- 
mittees, concluding with the elec- 
tion of officers. The National 
Hardware Association will con- 
sider at its session such subjects 
as giving costs to salesmen; lists 
and discounts vs. net prices, and 
consideration of freight classi- 
fication. The assemblage will be 
addressed by Wm. P. Jeffery of 
New York City on “The Legal 

ights of Manufacturers and 
Wholesalers.” 

Entertainment features will in- 
clude an informal reception and 
dance, bridge tea for the ladies, 
musical program, formal recep- 
tion and ball and a visit by the 
ladies to the Model Home of 


Amer‘ca. 








Identification ‘certificates to 
obtain the special low rate, 
round trip railroad fares may be 
obtained from Geo. A. Fernley, 
secretary - treasurer, National 
Wholesale Hardware Associa- 
tion, 505 Arch St., Philadelphia, 
Pa., or from Chas. F. Rockwell, 
secretary - treasurer, American 
Hardware Manufacturers’ Asso- 
ciation, 342 Madison Ave., New 
York City. 

FLANNIGAN ASST. SALES 

MANAGER FOR 
REMINGTON 


D. W. Flannigan, for several 
years western manager of the 
Peters Cartridge Co., has been 
transferred to the St. Louis of- 
fice of the Remington Arms Co., 
Inc., Bridgeport, Conn., and the 
Peters Cartridge Division. He 
will serve as the assistant district 
sales manager for both Reming- 
ton and Peters. 

He has previously been in the 
employ of the Peters organiza- 
tion for nearly 25 years. For 16 
years he was an_ exhibition 
shooter for the company, with 
headquarters at Minneapolis. In 
1931, Peters transferred him to 
San Francisco as western man- 
ager. 


Wholesaler Should Render” by | Hardware Age Special Arrives Atlantic City 


Vice-President Shannon Crandall, 
and on “Present Problems of 
Wholesalers and Retailers” by C. 
C. Carter, NRHA president. 
“The Relation of Volume and 
Assortment to Net Profit” will 
be discussed. 

At 2:30 the meeting of The 
National Association of Sheet 
Metal Distributors will be held, 
President A. W. Howe presiding 
and delivering his annual ad- 
dress. Speakers will be Walter 
S. Tower, executive secretary of 
the American Iron and Steel In- 
stitute, N. Y., on “The Relation- 
ship between Producer and Dis- 
tributor,” and H. F. Freiherr, Na- 
tional Lead Co., N. Y., on “The 
Possibilities in the Sale of Hard 
Lead for Building.” The prin- 
cipal topic of discussion will be 
“Differentials, Quantity and Item 
Extras.” 

Following the annual address 
of President A. P. Van Schaik, 
the American Hardware Manu- 
facturers Assn., at its Tuesday 
morning session, will hear Gilbert 
H. Montague speak on “Resale 
Price Maintenance Under State 
Legislation.” The concluding 
address will be “The State of the 
Nation” by Frnk R. Kent. 

Tuesday afternoon will be de- 
voted to the Small Tool Group 
of the manufacturers’ association. 
Wm. P. Jeffery of New York City 
will speak on “Being Honest in 
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changes at North Philadelphia. 


| Special , 


DEMS YLVANLA 
RAIL ROAD 





Sunday Morning—Leaves Chicago Sat. 2 P. M. 


Special through train to Atlantic City Convention of hardware wholesalers and manufac- 
turers will leave Chicago, Saturday, Oct. 19, 1935, at 2 p. m. for arrival at Atlantic City 
on Sunday morning 9 a. m. Via Pennsylvania, this special, air-conditioned train avoids 
Special round-trip rates available. All RR and other 
ticket agencies will route delegates and their families “Via the Hardware Age Special.” 
Special cars set aside for family groups. Connections are available, with special cars, from 
St. Louis, Indianapolis, Louisville, Mansfield, Cleveland, Cincinnati and Pittsburgh. Full 
details given in circular available upon request to this publication. 
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DAVID J. CHAMPION 


David J. Champion, 74, presi- 
dent, Champion Rivet Co., Cleve- 
land, Ohio, and for 40 years an 
outstanding leader in the rivet 
manufacturing industry, died 
Sept. 10, a few hours after he 
had suffered a stroke. 





DAVID J. CHAMPION 


Mr. Champion when a young 
man became affiliated with the 
steel industry in 1882 as a ste- 
nographer for the Cleveland 
Rolling Mill Co., now a part of 
the American Steel & Wire Co. 
Becoming convinced that steel 
rivets would prove superior to 
iron rivets, then exclusively used, 
Mr. Champion founded the 
Champion Rivet Co. in 1895. He 
became vice-president and gen- 
eral manager, the president being 
Wilson Chisholm, son of Henry 
Chisholm, founder of the Cleve- 
land Rolling Mil Co. 

Mr.- Champion was a member 
of the American Iron and Steel 
Institute, American Society of 
Mechanical Engineers, Cleveland 
Engineering Society and various 
other organizations. He leaves 
one son, T. Pierre Champion, 


who is vice-president of the 

Champion Rivet Co. 
WILLIAM H. LYON 

William H. Lyon, 81, 816 


Broad St., Meriden, Conn., died 
Sept. 21, at a Hartford hospital 
of double pneumonia. He had 
been in failing health for about 
a year. 

Mr. Lyon was former president 
of the Charles Parker Co., and 
president of the Charles Parker 
Estate, Inc. He entered the 
Parker firm in 1886 as assistant 
to Dexter W. Parker, who, at 
that time was secretary and trea- 
surer. He was elected secretary 
of that concern in 1889. Soon 
afterward he had charge of the 
whole volume of the Parker com- 
pany’s business, being in addi- 
tion to his position in the main 
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office of the concern, president 
of the Parker Clock Co. and as- 
sistant secretary of the Meriden 
Curtain Fixture Co. His election 
as president of the Parker firm 
came in 1925 upon the death of 
Dexter W. Parker. 


GEORGE C. DORSEY 


George C. Dorsey, 39, central 
sales manager of Butler Brothers, 
died of pneumonia recently at 
a Highland Park, Chicago, hos- 
pital. 

At the close of the war, Mr. 
Dorsey entered the employ of | 
Marshall Field & Co., becoming 
manager of the wholesale floor 
covering division. He became | 
associated with Butler Brothers, 
Chicago, in 1931. He is survived 
by his widow and two children. | 








W. H. HEFFELFINGER 


| 

W. H. Heffelfinger, 69, pro- | 
prietor of W. H. Heffelfinger & | 
Son, 1701 Pine St., Niagara Falls, | 


| 
| 
| 








W. H. HEFFELFINGER 


| 
N. Y., passed away recently. Mr. | 
Heffelfinger was a past president 
of the New York State Retail 
Hardware Association. He was 
also a former mayor of Tellico 
Plains, Tenn., and Hambleton, 
W. Va., and a former Niagara 
Falls councilman. 





EARL P. SEDGWICK 


Earl Phillips Sedgwick, 68, 
president of the Chicago Hard- 
ware Foundry Co., 222 West 
North Brank Drive, Chicago, 
died recently after a four weeks’ 
illness. , 

Mr. Sedgwick helped to or- 
ganize the Chicago Hardware 
Foundry Co. as a subsidiary of 
the Chicago Hardware Mfg. Co., 
with which he had been em- 
ployed since 1885. He became 
secretary-treasurer of the new 
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firm and in 1927 was elected 
president. He was a member of 
the Chicago Chamber of Com- 
merce. 

His widow, a son, Robert, and 
three daughters survive. 


HARRY A. BLACK 
Harry A. Black, 69, president 
of the Black Hardware Co., Gal- 

veston, Tex., died Sept. 9. 
Mr. Black entered the hard- 


ware business in Chicago in 





HARRY A. BLACK . 


1896. He became president of the 
Black Hardware Co. in 1910, 
which position he held at the 
time of his death. He was presi- 
dent of the Southern Jobbers 
Association and during the war 
served as a director of the United 
States Chamber of Commerce, 
continuing later as vice-president 
of that body for the Southern 
States. He also participated in 
the work of the Dawes Repara- 
tions Committee. 


JOHN H. SCHUMACHER 


John H. Schumacher, 69, pres- 
ident of the Bering-Cortes Hard- 
ware Co., Houston, Tex., passed 
away, Sept. 13, at his residence, 
3802 Yoakum Drive. He had 
been active in the Bering-Cortes 
firm for the past 42 years. 

Mr. Schumacher was recog- 
nized as one of Houston’s pio- 
neers in molding the commercial 
and business growth of the city. 
He was widely known through- 
out the Southwest as one of the 
city’s most admired and most re- 
sponsible business leaders. He 
began work with the Bering- 
Cortes firm in a minor position 
and steadily advanced to the ad- 
ministrative control of the com- 
pany. 

He leaves his widow; three 
sons, August H., John B. and 
Cari W. Schumacher; and one 
daughter. 





CHARLES W. SHAHAN 


Charles W. Shahan, 64, hard- 
ware dealer of Kearney, Neb., 
died recently after a very short 
illness. Early in life he was em- 
ployed at the Hubbell Hardware 
store and subsequently worked 
at the C. F. Bobinson Hardware 
store. In 1905, Mr. Shahan, to- 
gether with a group of Kearney 
citizens, organized the Kearney 
Hardware Co., over which he 
presided actively up to the time 
of his death. He was also asso- 
ciated with the Nebraska Retail 
Hardware Association. His 
widow survives. 


HARRY C. DELSCAMP 


Harry C. Delscamp, 58, presi- 
dent of the Delscamp Paint and 
Glass Co., Dayton, Ohio, died 
Sept. 4, following an attack of 
acute appendicitis. Mr. Delscamp 
at 17 was employed by the Lowe 
Brothers paint factory, later be- 
ing employed with the Irvin 
Paint and Glass Co. In 1913 
he founded and became presi- 
dent of the Delscamp-Roemhildt 
Co. In 1919 the partnership was 
dissolved and the Dayton Paint 
and Glass Company incorporated 
with Mr. Delscamp as president. 

His widow and five children 
survive. A son, Raymond D. 
Delscamp, is associated in the 
business. 


ANDERSON GRATZ 


Anderson Gratz, 83, founder 
and director of the American 
Manufacturing Co., Brooklyn, 
N. Y., passed away Aug. 3, after 
a lengthy illness. Mr. Gratz and 
his brother, Benjamin, started 
the American Manufacturing Co. 
about 1890, locating in Green- 
point, Brooklyn. He retired from 
the business in 1928, having been 
vice-president for many years. 
Despite his retirement, Mr. 
Gratz continued to be an active 
director up to within a year of 


his death. 


GILBERT BROWNING 


Gilbert Browning, 52, founder, 
president and general manager 
of Browning Brothers, Inc., 
wholesalers of heavy hardware 
and mill supplies of 1940 Park 
Ave., New York City, died Sept. 
18 of a heart attack. He was 
one of the leaders in the whole- 
sale hardware trade in New York. 

After his graduation from 
Yale, Mr. Browning devoted him- 
self to the hardware business. 
More than 25 years ago he es- 
tablished his own firm. He was 
also a director of the Long Island 
Hardware Co. and vice-president 
of Topping Brothers. 

His widow and two daughters 
survive. 
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MILES A. H. HECKMAN 


Miles A. H. Heckman, 67, 
prominent hardware dealer of 
Monaca, Pa., passed away at his 
home there at 926 Indiana Ave. 
With his brother, Mr. Heckman 
owned and operated a store for 
many years. Two sons survive. 





HASCALL U. TRITTIPO 


Hascall U. Trittipo of the Laga- 
ragge Co., hardware, Wolcott- 
ville, Ind., died recently. His 
widow survives. 





CHARLES ULSH 


Charles Ulsh, 57, died at his 
home in Harrisburg, Pa., after 
being stricken at his hardware 
store. He is survived by his 
widow and three children. 





HENRY DAVIS 


Henry Davis, 60, proprietor of 
the New Hardware Store, 117 
South Boulder Ave., Tulsa, 
Okla., died Aug. 27 at the home 
of his daughter in Illinois. 
Throughout his business career, 
Mr. Davis has been in hardware. 

Two sons, W. R. Davis and 
Henry Davis, and five daughters 
survive. 


OTTO GARTZKE 


Otto Gartzke, 67, for 30 years 
a partner in the Gartzke Bros. 
Hardware store, 188 Ogden Ave., 
Milwaukee, Wis., died Aug. 29 
at his home there. His widow, 
a son and a daughter survive. 





WILLIAM T. HIDDEN 


William T. Hidden, 63, presi- 
dent of the Fitchburg Hardware 
Co., Fitchburg, Mass., died at 
his residence, 63 Lawrence St., 
there, Aug. 29, after a short ill- 
ness. Mr. Hidden was a member 
of the New England Iron & 
Hardware Association. 

His widow, two sons, Robert 
and Donald Hidden, and a 
daughter survive. 





LEROY BEDELL 


Leroy Bedell, 56, in the hard- 
ware business at Merrick, Long 
Island since 1926, died at his 
home, 17 Haig St., Baldwin, L. L., 
after a prolonged illness. 





EDWIN SWINT 


Edwin Swint, Sr., 46, sales 
manager of the Rickson-Davidson 
Co., wholesale hardware dealers, 
Atlanta, Ga., died at his home 
1404 Stewart Ave., there. He 
had been in ill health about two 
years. 

His widow, two sons and three 
daughters survive. 
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X. E, COPELAND 


X. E. Copeland, 62, for the 
past 15 years general manager 
of the John C. Bond Hardware 
Co., Edenton, N. C., died Sept. 
13. Death was attributed to a 
cerebral hemorrhage. His widow 
and one daughter survive. 





ARTHUR H. BUHL 


Arthur H. Buhl, 57, president 
of Buhl Sons, Detroit, Mich., 
wholesale hardware concern, died 
there Sept. 26. He had been ail- 
ing the greater part of last year. 

Mr. Buhl was a descendant of 
a pioneer Detroit family and one 





A. H. BUHL 


of the city’s leading industrial- 
ists. As a young man he entered 
The Sharon Iron Works, one of 
his grandfather’s enterprises, in 
a humble position and in four 
years he worked himself up to 
the position of secretary of the 
iron works and the Buhl Steel 
Co. Later he returned to De- 
troit and entered Buhl Sons 
Co., also founded by his grand- 
father, eventually becoming sec- 
retary, vice-president and gen- 
eral manager until eight years 
after his father’s death he was 
elected president. 

In addition, Mr. Buhl later be- 
came president of the Buhl Land 
Co.; vice-president of the Buhl 
Stamping Co., Parke, Davis & 
Co., and the Sattley Co. He 
also served as a director in the 
Detroit Trust Co. and the old 
Griswold National Bank. He was 
formerly associated as president, 
vice-president or director in the 
Griswold Land Co., the East De- 
troit Development Co., the Buhl- 
Verville Co., the Detroit Railroad 
and Harbor Terminals, and the 
Detroit Union Railroad Depot 
and Station Co. 

Mr. Buhl leaves his widow, 
and three children, Mrs. J. Stew- 
art Hudson, C. Henry Buhl, and 
Arthur H. Buhl, Jr. 





WILLIAM J. BRICKLEY ° 


William J. Brickley, 74, head 
of the Brickley Cordage Co., 
Everett, Mass., died Sept. 30 at 
the residence of his daughter, 
Mrs. Mary L. Sanborn, 11 Plum- 
mer St., there. Mr. Brickley was 
a former member of the Everett 
Board of Aldermen and of the 
board of public works. His 
daughter and four sons, Charles. 
William, Jr., George and Joseph, 
survive. 


SIMON GASNER 


Simon Gasner, 66, retired 
dealer in hardware supplies and 
former head of Simon Gasner, 
Sons & Co., Brooklyn, N. Y., 
died, Sept. 20, at his home in 
Brooklyn, 615 W. Penn St. His 
widow; three sons, Ben, Henry 
and Jack Gasner, and _ three 
daughters survive. 





LAFAYETTE L. HODGES 


Lafayette L. Hodges, 50, south- 
ern sales manager of P. & F. 





Corbin, New Britain, Conn., died 
suddenly while on a business trip 
in Dallas, Tex. Mr. Hodges was 
a well-known and liked figure in 
the hardware world. He was a 
member of the Old Guard. 

He entered the hardware field 
on coming out of the army in 
1918, going with the Shapleigh 
Hardware. Co., St. Louis, Mo. He 
went with P. & F. Corbin in 1926, 
and was southern sales manager 
of that company until his recent 
demise. 

He leaves his widow and a 
daughter, Miss Kathleen Hodges, 
Okolono, Miss., and one son, W. 
M. Hodges, Memphis, Tenn. 





THOMAS C. WIMER 


Thomas C. Wimer, 67, trea- 
surer of Wimer and Miller Co., 
13 N. 6 St., Philadelphia, Pa., 
died at his home, 121 Redman 
Ave., Haddonfield, N. J. Mr. 
Wimer had been treasurer of 
that company since 1926. Mr. 
Wimer is survived by two sisters. 





Republic and Corrigan, McKinney Combine 


Stockholders of the Republic 
Steel Corp., Youngstown, Ohio, 
meeting at the company’s office 
in Jersey City, N. J., Sept. 23, 
approved Republic’s acquisition 
of the assets of the Corrigan, 
McKinney Steel Co., Cleveland, 
and control of Truscon Steel Co., 
Youngstown. Changes in Repub- 
lic’s capitalization and the crea- 
tion of a new issue of general 
mortgage bonds were also ap- 
proved by stockholders. 


In Cleveland on the same day, 
stockholders of Corrigan, Mc- 
Kinney voted for the acceptance 
of the plan. The acquisition of 
Corrigan, McKinney will be con- 
summated promptly upon execu- 
tion and delivery of the required 
papers and securities. 


Important stockholders __ of 
Truscon, at the time when Re- 
public’s plan was first an- 


nounced, entered into contract 
to exchange their stock for Re- 
public stock on the agreed basis 
if and when the offer was made. 

In payment for the plants and 
properties, business and good 
will of Corrigan, McKinney, Re- 
public is assuming all of the 
former’s liabilities and deliver- 
ing $15,361,000 20 year purchase 
money Republic bonds, 27,929 
shares of new prior preference 
Republic stock, and 698,223 
shares of Republic common stock. 

To Truscon stockholders, Re- 
public offers, subject to consum- 
mation of acquisition of Corri- 
gan, McKinney, one-half share 
of prior preference stock and two 
shares of common Republic stock 
for each share of Truscon pre- 








ferred; and four-tenths of a 
share of common stock of Re- 
public for each share of Truscon 
common, 


The merger while not altering 
Republic’s status as the third 
largest steel company in the 
United States, will substantially 
strengthen its standing in this 
respect. The addition of Trus- 
con to the picture lends added 
assurance of broad marketing 
outlets for the steel produced by 
Republic and Corrigan, McKin- 
ney plants. Through Truscon 
outlets, Republic will obtain a 
ready-made market among final 
consumers of steel, particularly 
in the building field, which, in 
the opinion of many observers, 
represents one of the great fu- 
ture markets of the steel indus- 
try. 

This ties closely into the ef- 
forts which Republic has already 
made to broaden its outlets for 
pre-fabricated steel, as evidenced 
by its promotion of the steel- 
frame house, examples of which 
were built this spring at Wash- 
ington by the Berger Mfg. Co., 
Republic subsidiary. 


INDIANA RETAIL ASSN. 
TO MEET JAN. 28-31 


The Indiana Retail Hardware 
Association will hold its annual 
convention and exposition in the 
Murat Temple, Indianapolis, 
Ind., January 28-31, 1936, it was 
announced by managing direc- 
tor G. G. Sheely. Hotel head- 


quarters will be at the Lincoln. 
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DeLuxe Hand Grinder 
With Pencil-Like Grip 


The DeLuxe Hand-ee Grinder, 6 in. 
long and 15% in. diameter, is so light 
that it can be handled as a pencil is 
the claim of the manufacturer, Chicago 
Wheel & Mfg. Co., Chicago. Its weight 
is 15 oz. complete. Speed is 25,000 
r.p.m., normal 18,000 r.p.m. Method 


of handling is illustrated. Aluminated 
duraluminum is used in fully-insulated 
body of the tool. Molded Bakelite parts 
are used as bearing retainers for end 
caps. No obstructions on housing. New- 
type radial commutator is employed 
and a patented, S-type, built-in switch 
has sliding phosphor bronze contacts. 
Manufacturer claims that the factor of 
heat trouble is eliminated by a new 
type of fan mounting. Hardened steel 
cutters may be used. Sanding opera- 
tions are possible and _ convenient 
through use of special sanding drum. 





Flexible Steel Has 
Alligator Belt Cutter 


The Alligator Belt cutter, an 8 in. 
flat belt cutting tool employing a new 
principle, is announced by the Flexible 
Steel Lacing Co., 4607-31 Lexington 
St., Chicago. The cut is made by push- 
ing the knife through the belt from 
one edge to the other. Knife is 
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mounted on plunger in slot and is 
operated by direct arm push without 
mechanical leverage. It is claimed that 
the knife will cut the thickest and 
toughest belts up to 8 in. in width with 
little effort. Knife, of special alloy 
steel, is easily replaceable. Belt is held 
immovable by equalizing clamp while 
cut is being made. Clamp is also guard 
for blade. Both of aluminum alloy. 
Weight of cutter, 4 lbs. 3 oz. Cutter 
may be used either on bench or up- 
ended on floor. 


= 









Engel Products Co. 
Has Lawn Edger 

The Lawn Edger, made by Engel 
Products Co., 195-15 Jamaica Avenue, 


Hollis, Long Island, New York, the 
manufacturer states it is especially de- 


signed to edge lawns with neatness 
and a minimum of effort and is built to 
last. It is claimed the edger has self- 
sharpening blades of hardened steel 
which leave no unsightly grooves as 
cutters cut close to edge of walk or 





curve. Fixed cutter acts as guide 
against walk or curb and is shaped to 
pick up grass and bring in contact with 
cutter. Blades may be adjusted by 
nuts holding the revolving cutter. 
Lubricating oil may be used occasion- 
ally. Shipping weight 16 lb. Maker 
states suggested retail selling price is 
$6 f.0.b. Hollis, L. I. 





Electric Putty 
Softener 

By Fletcher, 
Terry Co. 


Fletcher, Terry 
Co., Forestville, 
Conn., is offering a 
device for softening 
hardened putty in 
old windows. Soft- 
ener operates on 
110 volts, A.C. or 
D.C. current and 
maker states it fa- 
cilitates removal of 
large pieces of glass 
without breakage in 
minimum time and 
without damage to 
sash. 
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U. S. Electric 
Corn Popper 


The electric corn popper, manufac- 
tured by the U. S. Mfg. Corp., Decatur, 
Ill., is said to be made of 25-gauge 
full finish steel with heat plate of extra 
heavy 22-gauge steel which insures 
correct heat over the entire popping 
surface. It is stated that the upward 
extension of heat plate prevents butter, 








US. ELECTRIC 
POPPER 


lard, etc., from leaking through into 
heating element which is made of 
nichrome steel wire. Bottom shell is 
insulated with l-inch rock wool to pre- 
vent heat from traveling downward 
from element. Popper has three legs. 
May be used on any surface without 
fear of blistering. Packed one in car- 
ton, 12 to shipping container with one 
display stand. Suggested retail selling 
price is $1.00 for model illustrated and 
$1.50 for model No. 6 which has electric 
cord. 


Snow-Proof For Leather 


Snow-Proof, the maker states is a 
special dressing for softening, preserv- 
ing and waterproofing leather. It is 
claimed to be unique in that articles 
that have been conditioned with it can 
be polished. It is said to be odorless, 
colorless when applied and will not rub 
off. It may be used on shoes, soles, 





leather luggage, miscellaneous leather 
goods, riding equipment, etc. Snow- 
Proof is not recommended for use on 
suede or other nappy leathers. The 3% 
oz. can (illustrated) lists at 25¢ per 
can. Obtainable in 15 oz. tins listing 
@ 75c and 56 oz. pails listing @ $2.50. 
The dealer’s cost for the 3% oz. size is 
$2.00 per doz. in single doz. lots. A 
5% additional discount applies on half 
gross lots and 10% additional dis- 
count on full gross lots. The Snow- 
Proof Co., Middletown, N. Y. 
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Florence Heaters 


Florence Stove Co., Gardner, Mass., 
offers streamlined design in its Radi- 
ant and Cabinet Heaters, expressed in 
free flowing curves, set-back corners, 
smooth planes and chromium bands. 
Natural tan  Peppertone _ porcelain 
enamel finish. Base in deep brown Cry- 
stone. Manufacturer states that this de- 
sign improves heat radiation and cir- 
culation. Offered in Model CH27, a 
Circulating Heater with a capacity of 
approximately 4,500 cu. ft. of space; 
in Radiant Heater Model No. RH9, 
capacity approximately 3,500 cu. ft. of 
space; and in Cabinet Heater, Model 
No. C2, capacity about 3,000 cu. ft. of 


space. 





Model CH27 


Model No. PH28, a pot ‘type circu- 
lating heater, the maker states, has a 
capacity of approximately 6,500 cu. ft. 
of space. It has two eight-inch pot 
type burners, which may be operated 
singly. Burns No. 1 furnace oil or 
range oil; is easily lighted and con- 





Model PH28 


trolled by Florence V-slot one-turn 
valve. Burners operate within a fume- 
tight inner combustion chamber, con- 
nected with flue and adjustable draft 
regulator. Air passes in at bottom of 
heater and up between inner and outer 
walls out into room through opening 
directly beneath top of heater. Humidi- 
fier pan set in back of heater supplies 
correct moisture content. Heater finished 
in tan Peppertone porcelain enamel 





with base of brown porcelain. Radiant 
Heater with one eight-inch pot type 
burner is also offered. 





Military Buckle For 
PEXTO Roller Skates 


All of this season’s style of PEXTO 
Roller Skates (single or double ball 
bearing), now carry the efficient Mili- 
tary Buckle. The manufacturer, Peck, 
Stow & Wilcox Co., Southington, Conn., 
states this type buckle is to prevent 
weakening of the strap by “new hole” 
punching after possible stretching. The 
buckle is said to be quickly adjustable 
and to hold securely at any point. The 
maker also advises it is again offering 
its PEXTO Roller Skate Service Sta- 


tion. 





Numbering Plan 
For Union Handles 


Under the numbering plan of the 
Union Fork & Hoe Co., Columbus, 
Ohio, each of its Right Repair Handles 
is permanently impressed with an 
identifying number and grade mark, 
which is also impressed on the handle 
of the original tool with the statement 
that a repair handle of this number 
should be used to obtain the correct 
repair. This plan is said to simplify 
the dealer’s problem of supplying cus- 
tomers with either duplicate tools or 
duplicate repair handles. It is also 
said to eliminate the possibility of dead 
stock losses. since a store need only 
stock those repair handles which ex- 
actly fit the patterns of tools it sells. 
So that the same service may be of- 
fered on previously sold tools, which 
have no numbers on handles, and also 
to simplify ordering of repair handle 
stocks, a complete double index catalog 
is being distributed. It lists all the 
company’s tools, with the recommended 
Right Repair Handle number opposite 
each. Also listed is each number of 
Right Repair Handle with a description 
of all patterns of tools which that 
handle will correctly repair. 
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Counselor Apartment Model 
Bathroom Scale by Brearly 


The Apartment Model is modernly 
styled and attractively finished. It is 
offered in several bathroom shades of 
Has roomy platform 


baked enamel. 





with patterned rubber mat, three inches 
above the floor, large readable dial, 
convenient adjusting button and a ca- 
pacity of 250 lbs. Guaranteed by The 
Brearly Co., Rockford, Ill., for three 
years. Suggested retail selling price 


is $2.50. 


Pea Huller And 
Bean Slicer 


This product is of streamlined mod- 
ernistic design, die cast. Manufacturer 
states it is made of finest materials and 
is built to last a life time—will not 
rust. Hulls new peas as rapidly as 





they are fed into spout. May be easily 
changed to slice green beans into 
slender strips for quick cooking. 
Length overall, 10% in. Packed in 
individual boxes. Weight per dozen, 25 
Ibs. Vaughan Novelty & Mfg. Co., 3211 
Carroll Ave., Chicago. 





Irwin Electrician 
Bits No. GA5 


The Irwin No. GAS Bit is suitable 
for electricians, telephone workers, 
linemen, plumbers and gas fitters. The 
suggested retail selling price is 59c. 


28 GP eats ok eae 


It is said to be made of special bit 
steel, heat treated the entire lengh and 
to have a deep cut screw point with 
durable cutter for fast boring, polished 
edge, golden bronze finish. Available 
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in standard 11/16 in. size, 10 in. over- 
all. Packed half dozen to the box. 
The Irwin Auger Bit Co., Wilmington, 
Ohio. 


Chrome-Vanadium 
Steel Sockets 


Armstrong Bros. Tool Co., Chicago, 
offers a complete line of Chrome-Va- 
nadium Steel Sockets for detachable 
socket wrenches. Sockets come in all 
sizes and types from 5/32-in. minia- 





tures for fine electrical work to 2%-in. 
extra heavy duty sockets. Included in 
this line are both double-hex (12 
point) sockets, sockets for miniature, 
light, standard, heavy duty and extra 
heavy duty drivers; and handles, ex- 
tension and ratchets. These sockets 
are said to be chrome-plated and come 
singly or in matched sets, in fitted steel 
cases, for all industrial, electrical and 
automotive uses. 





New Design For Washburn 
Kitchen Utensils 


A line of 50 new kitchen tools, de- 
signed by Henry Dreyfuss for The 
Washburn Co., Worcester, Mass., and 
Rockford, Ill., is known as Androck 
Balanced Kitchenware. Items are strain- 
ers of all sizes, various spoons, forks, 
spitulas, cake turners, potatoe mash- 
ers, ice-picks, etc. Ice-pick has metal 
insert to conform with handle design 
and also to keep the tool from rolling 
and to provide a heavy hammer end 
for crushing ice. Simple wood turned 
handles, tapering off towards the end, 





were designed to provide the most com- 
fortable grip and a streamlined effect. 
Handles are in four sizes, porportioned 
to fit specific items. Metal ferrule car- 
ries the curve of the handles into the 
metal shank of the utensil. Metal por- 
tions of utensils have been redesigned, 
and handles produced in attractive color 
effects to give a modern attention-com- 
pelling appearance without loss of util- 
ity. Colors are canary yellow, green 
and red. Suggested retail selling price 
of items is from 10c. to 50c.—most 
items 10c. and 15c. 


Schrader Quick 
Acting Couplers 

Schrader Quick Acting Couplers, it 
is stated, are especially adaptable for 
attaching and disconnecting airline 
equipment. The maker states that in 
as brief a time as plugging in an elec- 
tric socket, grease guns, spray guns. 
car lifts, air chucks, blow guns, chuck 





gauges, etc.. may be interchanged at 
one or several pipe outlets, as well as 
at the working end of the hose. 
Couplers are made of cadmium 
plated steel and are of simple design 
airtight—with a free flow of air when 
in operation. Working parts are a trip- 
ping deflator and a replaceable fine rub- 
ber washer. Check unit contains these 
automatic shut off parts. A. Schrader’s 
Son, 470 Vanderbilt Ave., Brooklyn, 
N.Y. 


Haskins Co. Has 
Tap Chart 


The R. G. Haskins Co., 4636 Fulton 
Street, Chicago, IIl., is offering to users 
of tapping equipment, a new Per Cent 
of Thread Chart which it claims is 
unique in its completeness of data. 


Chain Door Fasteners 


The Corbin Chain Door Fasteners 
are of new design, being of heavier 
construction and at the same time 
shorter in length to fit narrower stiles 
than those previously made. They 
are available to dealers, furnished six 
to a counter display carton, each in an 
individual box, with screws. They may 
be ordered in cast bronze or cast iron 
plated in any of the usual builders’ 
hardware finishes. P. & F. Corbin, 
New Britain, Conn. 
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ADVANCES BECOMING EFFECTIVE 
Manila and Sisal Rope Tung Oil 
Certain Farm and Garden Tools 

Long Agricultural Tool Handles 

Hard-fibre and Jute Twines 

Lock Hardware Leather-faced Gloves, etc. 
Non-renewable Cartridge Fuses 


OW>d the 


now been reduced to about 10 per 
cent on most items. The present 
change does not affect smooth sur- 
faced roll roofings (mica or talc), 
which had already been sharply re- 
duced on Aug. 6. The 90 lb. slate 
surfaced roofings, of leading brands 
and standard colors, are now quoted 





Lead and Copper Products 


DECLINES BECOMING EFFECTIVE 


Bolts and Nuts 


Externally Operated Switches 


Maydole, First Quality, Nail Hammers 


Few Numbers of Butts 
L.C.L. Some Types of Asphalt Roofing, etc. 


October 
10th 
1935 


ADVANCES BEING ANTICIPATED 


Binder Twine 
Paints and Varnish 
Harness and Strap Work 


Prices on farm and garden 
tools for 1936 were announced about 
mid-September. A few items of first 
quality steel goods advanced approxi- 
mately 3 per cent, but most items 
show little change from previous 
quotations. Second quality spading, 
manure and header forks advanced 
about 3 to 5 per cent, and third grade 
farming tools about 3 to 6 per cent. 
Restoration of a discount for early 
orders, suspended during the past 
two seasons, now insures the retail- 
er who specifies before Nov. 1, for 
spring shipments, a 5 per cent ad- 
vantage in price, as compared to 
later buyers. Figuring in this early 
5 per cent, costs will show not much 
change from those of the past season. 
Long agricultural tool handles have 
been advanced about 10 per cent, but 
D handles remain unchanged. Quota- 
tions on grass and weed scythes for 
next season have been announced, 
with little change from those last in 
effect. 

* a * 

Wholesalers are expecting the 
announcement, at an early date, of 
opening 1934 prices on poultry net- 
ting, screen cloth and hardware 
cloth. Changes on these lines are 
already in effect, advancing substan- 
tially above the lows of the past 
season, but it is not considered un- 
likely that further increases may be 
announced by the mills. 

~ * * 


Prices on bolts and nuts were 


Cut Shellac 
Linseed Oil 


revised Sept. 16, by leading produc- 
ers, to 75 per cent to less than car- 
load jobbing buyers, and 75-10 per 
cent for carloads. These figures are 
2% per cent under the “regular” 
market which had been in effect for 
a number of months past. 
x * * 

Asphalt roofing and shingles 
were again revised on Sept. 16, affect- 
ing only the prices to L.C.L. buyers 
—quotations on carloads remaining 
unchanged. Previous L.C.L. prices 
had averaged about 15 per cent 
above the carloads; the spread has 


dhe Handwars 
Cf Cuqual 


to L.C.L. buyers at $1.76 per square 
(formerly $1.84), the carload price 
remaining at $1.60. 75 lb. slate sur- 
faced roofing is reduced to $1.71 
L.C.L., formerly $1.78. There is 
no change at present on the recently 
offered “fine-granule” slate-surfaced 
brands. 
* & & 

Asphalt strip and unit shingles 
have taken a reduction, in L.C.L. 
schedules, comparable to the above 
changes on roll roofing. 11 1/3 x 36 
in. hexagon strips are now at $4.25 
per sq. L.C.L., with $3.95 un- 
changed, on carloads. 10x 36 in. sq. 
strip shingles are quoted respectively 
at $5.34 and $4.85. Standard in- 
dividual or unit shingles, 9 x 1234 
in., are now priced L.C.L. at $5.72 
per sq.—the carload price remaining 
at $5.20. A proportionate drop in 
L.C.L. quotations has been made on 
asphalt felt, tarred felt, slaters’ and 
deadening felts, and cord-reinforced 
sheathings. All these commodities 
remain unchanged in carloads. 

* *& # 


Manila and sisal rope, on 
Oct. 1, took one of the sharpest 


(lq. BlacKloond 
(Whotraale Hardware Salenox” Stock. 


~~ By drdenal Rese Didtticle Oa Reporded Jo Tedval Reerwe Banks ~~ 


Bank Supplying Nidhid Serwed 
dnjevmalion — Gam 
Gotlon Sunt 
New york decond. 
Phillodil pico Bind 
Cisvelamda Towdh 
Richmond Sip 


Otanta | Jirtl 


Chi “on Suxmth 
a Loui | Eigh th 


coach Yumth 


Kaman Gh, emth 
Boller ~ Ehovents 


7 , ~"~ aaee 
dam Framcisce ut fh 


Ie halen drvcrsoas On Decrecies 
Ding 35 Comparud Je Cug ‘34 ug “35S Compania. So ug. 34 


bs 


~+++t4+4+4) 
-_—h=— Q 


To block Srvcnaaas. On Sacrione 


Bonk Boer Net Cowpilr Bole 


? 
; 
5 
i 


a DAT NNO 
IFNADeawoco 





HARDWARE AGE 











HARDWARE Business ? 


single advances in a long time. 
Buyers had been well warned by 
bulletins from the manufacturers 
during September, that rapidly ad- 
vancing costs would necessitate a 
sharp mark-up after the expiration 
of third quarter contracts. The ad- 
vance on both No. 1 and No. 2 
manila rope, effective Oct. 1, was 
34% cents per pound—to 191% cents, 
as the new central territory (Zone 2) 
basis for No. 1, and to 17% cents 
basis for No. 2 manila. Sisal rope 
has been advanced three cents per 
pound to 14 cents, Zone 2 basis, for 
first quality, and to 121% cents basis 
for second quality. Manila yacht 
and lariat rope was advanced four 
cents per pound. The new quota- 
tions are expected to be in effect 
during the entire fourth quarter, and 
orders will be accepted during this 
quarter for shipment as late as 
March 31, 1936, prices guaranteed. 
* * * 


On hard-fibre twines a second 
advance of one cent per pound was 
announced by the manufacturers 
Sept. 18, following close after the 
similar mark-up on Sept. 6. Hay, 
hide and bale rope, lath yarn, etc., 
are affected. Prices on jute twines 
are also very strong, and were 
marked up ¥% cent per pound Sept. 
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Percent of Increase or Decrease in 1935 Wholesale 
Hardware SALES as Compared With Corresponding 
Months of 1934. (National Averages.) 
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18, duplicating the advance early in 
Sept. Indications are that these 
markets will go higher. While it is 
much too early for binder twine 
prices to be expected for next sea- 
son, it is already apparent that costs 
next Spring will be very much higher. 


Strengthening prices in the 
leading metals are having their effect 
on the many finished products into 
which these metals enter. Tin ad- 
vanced one cent per pound or more 
during September. Copper, after 
advancing one-half cent on Aug. 19, 





Wholesale Hardware Collections 


CHICAGO—The per cent of change 
from August last year in wholesale 
hardware accounts outstanding was 
minus 3.2 per cent; collections were 
plus 22.0, and the ratio of accounts 
outstanding to net sales was 193.2 
per cent. 


ST. LOUIS — General collections 
during August continued high and 
compared favorably with the same 
period of last year. Representative 
interests reported on August col- 
lections as follows: Fair, 53.4 per 
cent; good, 37.2 per cent; excellent, 
4.7 per cent, and poor, 4.7 per cent. 
PHILADELPHIA — The ratio of 
wholesale hardware collections to 
receivables was 42 per cent in 
August, 1935, was 43 per cent in 
July, 1935, and was 37 per cent in 
August, 1934. 

ATLANTA—The percentage of the 
accounts and notes receivable out- 


standing at the first of August 
which were collected during the 
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month was 38.3 in August, 1935; 
35.5 in July, 1935, and 33.7 in 
August, 1934. 


SAN FRANCISCO—The percent- 
age of wholesale hardware collec- 
tions during August to the total 
amount due from customers (out- 
standing) on first of month was 
43.1 per cent in August, 1935, and 
39.2 per cent in August, 1934. 


DALLAS — The ratio of wholesale 
hardware collections during August 
to accounts and notes outstanding 
on July 31, 1935, was 44.2 per cent. 


NEW YORK — The per cent of 
wholesale hardware charge ac- 
counts outstanding July 31, 1935, 
collected in August, was 46.2 per 
cont in 1934, and 46.3 per cent in 


RICHMOND — The percentage of 
August 1, 1935, wholesale hard- 
ware receivables collected during 
the month was 38.9 per cent. 







Percent of Increase or Decrease in 1935 Wholesale 
Hardware STOCKS as Compared With Corresponding 
Months of 1934. (National Averages.) 


*Indicates decrease of 0.01 per cent. 
**Indicates decrease of 0.7 per cent. 
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went up again to 9 cents (eastern 

wholesale ingot basis) on Sept. 16, 

and is now back to the top NRA 

level. Lead and zinc each advanced 

15 cents per 100 pounds on Sept. 18. 
* * * 

Among the lines affected by 
these changes are bar and wire 
solder, up about one cent, and lead 
pipe, sheet lead, and lead headed 
nails, which have advanced 25 cents 
per 100 pounds. Lead oxide prices 
were also advanced a similar amount. 
Sheet copper, copper wire, and cop- 
per eaves trough and down-spout 
were all raised about Sept. 16, ap- 
proximately paralleling the mark-up 
on ingot copper. Weatherproof cop- 
per wire is up %g cent per pound. 
Copper wash boilers were advanced 
by some makers $1 per dozen, effec- 
tive Sept. 23. Improved demand and 
decreasing stock reserves, as well as 
the European war talk. give some 
ground for the stronger position of 
copper and copper products. It must 
be recognized, however, that there is 
still a huge reserve of Copper metal 
awaiting fabrication, domestic stocks 
at the end of August being approxi- 
mately 248 thousand tons, only 15 
thousand tons less than a month 
previous. 

* *% *% 

Paint and varnish prices are 
very strong, due to the recent 
meteoric rise of china-wood (tung) 
oil, based on the unsettled situation 
in China and upon the prevalent 
silver exchange. Since most paint 
specialties contain this oil, there is 
every ground for a sure increase. 
Some manufacturers have already 
raised their prices on varnishes, and 
advances also have been received on 
second quality paint lines, all except 
house paint. 

Quotations on imported bone 
dry shellac have been withdrawn, 
due to the Italian situation, and sell- 
ers of cut shellac have already ad- 
vanced prices, with further mark-up 
certain to come in the event of actual 
hostilities. Linseed oil took two sharp 
advances, of 334 cents per gallon, on 
Sept. 20 and Sept. 27. 

*% *% *% 

Statistics of paint sales—the 
latest reported by the industry as a 
whole, are showing very fine gains 
over 1934. The total for 1935, up 
to Aug. 1, from all the leading 
manufacturers who reported, reached 
close to 200 million dollars this year, 
as against 171 million dollars for 
the same months of 1934. 

* * 


Lock hardware prices were 
advanced about the middle of Sep- 
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tember, broad bevel and mortise 
lock sets about 25 cents per dozen. 
rim lock sets 10 cents per dozen. 
glass knob sets 15 cents per dozen, 
cylinder front door sets 25 cents each. 
and bit-keyed front door sets 10 
cents each. This is the third advance 
on lock sets since last Spring, and 
it is felt that most jobbers and many 
dealers had pretty well stocked up 
before the last change, so that there 
may be some delay in the full effect 
of this mark-up reaching theretailers. 
In contrast to the change on locks. 
new and lower prices are out on one 
or two numbers of butts, giving rec- 
ognition to some weakness that has 
been evident for a number of weeks. 


* * * 


The call for canning supplies 
has been unusually large, though 
hardware sellers complain about the 
prices on glass jars. These have 
been cut so deeply by grocery dis- 
tributors as to destroy all profit for 
other sellers. A very fine fruit yield 
is now coming in from some districts, 
and rush reorders are common on 
jars, caps and rubbers. Kraut and 
slaw cutters are also showing im- 
proved sales. due to a large cabbage 
crop. 

* * * 

The opening of school has stim- 
ulated the demand for vacuum bot- 
tles, lunch kits. fountain pens and 
pencils, and has contributed in the 
usual large measure to the active call 
for fall sports equipment. Footballs 
and basket balls are reported to have 
made unusual gains over any recent 
year, and the values offered “for the 
money” on these lines were never 


greater. 
* * 


Early toy sales encourage the 
wholesalers to expect a season per- 
haps 15 to 20 per cent ahead of last 


year’s. Some retail stores have 
ordered stock in at once, and are 
opening up their toy departments 
early—to help out fall sales without 
awaiting the Christmas rush. 

* * * 

Sleds and ice skates, too, are 
being ordered in better volume and 
earlier than last season. remember- 
ing the shortages last winter, which 
caught many dealers unprepared and 
lost them a considerable volume of 
sales. Makers of ice skates are 
already cautioning that a shortage 
may develop this year, if the early 
rate of demand is maintained. 

* & 4% 


Harness and strap work quo- 
tations are very strong, with the 
second advance now coming through 


on many items—dueé to the higher ° 


prices of hides and leather. Leather- 


faced gloves and mittens are up 
slightly from the prices established 
last Spring. 
* * 
Non-renewable catridge fuses 
have been advanced 10-10 per cent 
from the low basis recently estab- 
lished by a competitive situation. 
Conversely, another similar situation 
has brought down manufacturers’ 
quotations on externally operated 
switches by approximately 25 per 
cent. In general, prices on electrical 
accessories have been steadier recent- 
ly, though severe competition holds 
many items lower than the manufac- 
turers find profitable. 
* * * 


Hand tool lines have been 
showing improved activity, with some 
jobbers reporting an increasingly 
better relative demand for the higher 
quality grades. Prices have not re- 
cently changed, except that the David 
Maydole Tool Corporation have 
marked down their price on first 
quality size 1114 polished nail ham- 
mers from $10 to $8.66 per dozen, 
and have discontinued their Grade 
B finish previously made. 

* * * 


On garden hose, as the early 
1936 selling progresses, an effort is 
being made by manufacturers of in- 
expensive braided grades, to meet or 
better the quotations on all-rubber 
hose. 

* * * 

Makers of lawn hose acces- 
sories (sprinklers, nozzles, couplings. 
etc), have issued 1936 price sched- 
ules showing little change from last 
season. Some competition grade 
nozzles have been reduced, and spe- 
cial numbers are offered which will 
be sold only through jobber-dealer 
channels. 

*% * * 

Hardware sales reports dur- 
ing September have continued most 
encouraging. Retail totals are run- 
ning steadily ahead of last fall, and 
despite less favorable crop news 
from some sections, the month’s in- 
crease is expected to reach fully 10 
per cent, with the gains in many 
areas even greater. The feeling has 
become so prevalent, that good busi- 
ness may be expected for the re- 
mainder of the year, that buying is 
much freer, with the average value 
per order well ahead of preceding 
months. 

* * * 

Recent cold snaps, while help- 
ing seasonal sales, have given rise 
to fear of killing frosts over part of 
the corn belt west of the Mississippi 
River and extending southward to 
northern Kansas, and have kept the 
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GALVANIZING 
High in Purity 
and of 
Great Durability 
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with which Bethlehem Gal- 
vanized Sheets are coated is 
so tightly put on that these 
sheets are well suited for uses 
involving severe bending op- 
erations. Moreover, as their 


lustrousness and _ attractive 
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and of great durability. 
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Is uses that are exposed to 
weather or to dampness, gal- 
vanized sheets of Beth-Cu- 
Loy are recommended, They 
have the outer defense 
against corrosion of tight, 
durable galvanizing, and 
their base metal of copper- 
bearing steel also stubbornly 


fights rust. 





BETHLEHEM STEEL COMPANY 


GENERAL OFFICES: BETHLEHEM, PA. 








corn market on the upgrade. Early 
last week, the September option ad- 
vanced one cent to 85 cents, a new 
high for the season. There are, 
however, decidedly mixed views as 
to how muth of the corn crop would 
be damaged by a killing frost. Taken 
as a whole, it was reported that 
around 75 per cent of the Iowa and 
Nebraska crop was safe, while the 
balance was sufficiently advanced so 
that only the quality could be af- 
fected. 
* * * 

Future ordering is already 
under way on many spring season- 
al lines, and buying of holiday 
items is reaching liberal proportions. 
Prices are appearing one by one on 
the important lines which will be in 
season during the early months of 
1936, and as fast as the schedules 
are announced, ordering from both 
wholesale and retail buyers starts off 
promptly. Current sales continue 
particularly active on stoves, heaters 
and accessories, and the shortages 
on these lines have not altogether 
disappeared, though manufacturers 
are gradually catching up. House 
furnishings and kitchen wares are 
maintaining recent gains. Radios are 
selling at a very much better rate 
than a year ago, with an especial 
spurt reported on the better quality 
models. The average family seems 
not only to desire the wider range 
and finer reception they afford, but 
to be able to pay the higher prices. 

* * * 


The first of a series of month- 
ly reports on the changes in dollar 
volume of sales in independent retail 
stores in the major lines of trades 
for the States of Illinois, Indiana and 
Wisconsin have just been tabulated 
by the Bureau of Foreign and Do- 
mestic Commerce for the month of 
August, 1935, as compared with the 
same month of last year. The 
tabulations reveal the following sales 
increases for hardware stores: 
Illinois, 22.1 per cent; Indiana, 10.0 
per cent, and Wisconsin, 25.3 per 
cent. The Department of Commerce 
plans to gradually extend the service 
to cover the remainder of the 48 


States. 
* * 


Electric household refrigera- 
tor production, in the first eight 
months of 1935, was 1,246,478, with 
a value to the makers of $96,134,678, 
as compared with 1,012,619 units 
valued at $85,097,595 in the same 
period of last year. Record produc- 
tion in any one year was in 1934 
when a total of 1,264,000 units were 
produced. This record figure was 
almost exceeded during the first 


70 


eight months of this year. August 
production was 100,247 units having 
a manufactured value of $7,760,601, 
as against 68,108 units with a value 
of $5,581,380 in August last year. 
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Household washing machine 
shipments for the first eight months 
of this year totaled 950,070, or 7 per 
cent ahead of the same period in 
1934. The August total of 144,283, 
was the largest ever recorded in the 
history of the industry, according to 
J. R. Bohnen, secretary of the Amer- 
ican Washing Machine Manufac- 
turers’ Assn. August deliveries to 
dealers exceeded those of July by 31 
per cent, and August, 1934, by 29 
per cent, thus continuing, on a 
slightly higher level. A seasonal 
recession is predicted for September. 
Electric ironer shipments in the first 
eight months of 1935 was 93,535, an 
increase of 13 per cent over the same 
period of 1934. August ironer ship- 
ments totaled 14,018 as against 
10,737 in July and 11,879 in August, 
1934. 

* * * 

Farmers in 34 States had 
larger cash receipts from sales of 
principal farm products plus rental 
and benefit payments in the first 
seven months of this year than in 
the same period of 1934, reports the 
Bureau of Agricultural Economics. 
The total for the seven months 
period was $3,313,304,000 as against 
$2,906,341,000 in 1934, and $2,353,- 
265 in 1933. 

* * * 

An analysis of housing mar- 
ket quotas made by The Household 
Magazine from figures prepared by 
the Federal Housing Administration 
shows the potential housing market 
in small towns (places of 10,000 
population and less) to be $449,804.,- 
000, or 45 per cent of the total 
$1,000,000,000 U. S. allotment. 
Quotas analyzed by geographical 
divisions show as high as 65 per cent 
for small towns of the $52,000,000 
market in the East South Central 
States. Small towns in the West 
North Central States indicate a $74.,- 
066,000 market, or 60 per cent of the 
total area quota. The greatest per 
cent of quota allotted for cities is 
68 per cent in the New England area, 
and the greatest amount of money 
for cities in $157,593,000 in the Mid- 
dle Atlantic area. 

* * * 

The Federal Housing Admin- 
istration in the week ended Sept. 21 
recorded the highest rate of activity 
since ‘the beginning of the program. 
Banks and other financial institutions 
reported $14,420,375 worth of busi- 





ness under both the Modernization 
Credit and Mutual Mortgage Insur- 
ance Plans. There were 20,971 
modernization loans totaling $7,455,- 
878; which brings the total made 
since the beginning of the program, 
in August, 1934, to 422,777 valued 
at $159,285,674. The 1858 mortgages 
selected for appraisal totaled $6,- 
964,497, bringing the total since the 
start of this phase of the program, 
last December, to 44,155 for $172,- 
200,694. The total volume of mod- 
ernization work stimulated by the 
program far surpasses the loans 
made. Since August 1, 1924, prop- 
erty owners are estimated to have 
spent a total of $853,703,838. 


* + 


Farm equipment sales are the 
best since 1930, according to a sur- 
vey of the farm equipment trade 
which has just been completed by 
Dun & Bradstreet, Inc. The survey 
says in part: “Capacity schedules 
have ruled at most of the plants, 
with production 30 to 60 per cent 
larger than in 1934, while sales have 
ranged from 50 to 100 per cent high- 
er than last year’s, with the gains set 
down for some types of equipment 
reaching 200 per cent. For the first 
time in five years the major produc- 
ers of farm equipment will be 
enabled to record good-sized profits. 
While a few firms were in the black 
at the end of 1934, for the majority 
this will be the first time since 1930 
that they have been out of the red, 
with a good foundation laid for 
further gains during 1936.” 

* * * 

Iwan Brothers, manufacturers 
of hardware specialties, South Bend, 
Ind., have issued a new price list, 
dated Sept. 15, covering post hole 
diggers, barn and poultry house 
cleaners, hay knives, snow pushers, 
sidewalk cleaners and other products 
in the Iwan line. 

* * * 


Building construction in 
August reached a new high level for 
1935, and exceeded the totals re- 
ported for any month since October, 
1931, with three exceptions. Records 
of F. W. Dodge Corporation indicate 
an August contract total for all types 
of construction in the 37 eastern 
states amounting to $168,557,200, 
while in August, 1934, the aggregate 
was only $119,591,800. For residen- 
tial building the gain over last 
August was in excess of 100 per cent. 
For the first eight months of 1935 
residential contracts awarded in the 
37 eastern states totaled $297,096,700 
as compared with only $170,226,500 
for the corresponding period of last 
year. 
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NIAGARA FALLS 
5300 FEET WIDE 


THE 2 BIGGEST WATERFALLS 
IN THE WORLD ARE 
ALMOST THE SAME SIZE... 











VICTORIA FALLS 
5700 FEET WIDE 
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NEAREST COMPETITOR CIRCULATION 








OVER 5,500,000 CIRCULATION 





—but see how the 2 biggest 
magazines compare! 


N°? OTHER magazine in America offers retailers as 
much real selling cooperation as does the powerful, 
big-circulation of The American Weekly. Think of it. 
More than 51% million families, comprising 22 million 
people, read its interest-filled pages every week—twice 
as many as read any other magazine. 

Here is a publication that moves merchandise — be- 
cause its readers, it has been proved, are the most 
responsive buyers in the world . . . people who read 
advertising—and ACT! 

Products advertised in The American Weekly have 
the strongest support that a manufacturer can give 
them. You always can afford to stock and feature such 


reatest 
Circulation 
in the World 


products—it means more sales and profits for YOU! 


What The American Weekly is 


The American Weekly, largest magazine in the world, is 
distributed through 17 great Hearst Sunday Newspapers. 

In each of 158 cities, it reaches one out of every two 

families 

In 146 more cities, 40 to 50% of the families 

In an additional 139 cities, 30 to 40% 

In another 171 cities, 20 to 30% 
. » » and, in addition, more than 1,982,000 families in 
thousands of other communities, large and small, regu- 
larly buy and read The American Weekly. . 


TH EAVERI CAN 


== A\WW/EEKLY 


**The National Magazine with Local Influence’’ 
Main Office: 959 Eighth Avenue, New York City 
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Redesigned Packages 
For Norton Abrasives 
Behr-Manning, Troy, N. Y., has had 


attractive packages and displays cre- 
ated for its Norton Abrasives. The 
frame design (illustrated) will be a 
distinctive feature on all products, 
boxes, display packages and labels for 
oilstone and abrasive specialties which 
have been sold under the name Pike 


NORTON ABRASIVES 





Mfg. Co. and more recently Norton 


Pike Co. It is stated that product 
names are clear and prominent. Under 
the new general name Norton Abra- 
sives a distinct color or color combina- 
tion has been applied to each brand. 
The India is in brown, Arkansas green, 
Lily White Washita blue. Crystolon 
products as bench stones, round edge 
slips, axe stones, Red Head Utility 
Files and others are in a combination 
of bright red and gray. According to 
the manufacturer, remodeled counter 
display packages take up minimum 
space and gain maximum attention, 
while giving protection from pilferage. 
Grinding wheel blotters are easier to 
read. Display cards for grinding wheel 
racks are plainer and more attractive in 
appearance. 


Adhesive Sealex Linoleum 


Congoleum-Nairn, Inc., Kearny, N. 
J., recently introduced Adhesive Sealex 
Linoleum, an inlaid, patented product 
having a factory applied adhesive on the 
back. In application this adhesive is 
moistened with water and gently ac- 
tivated with a scrub brush. The lino- 
leum can then be applied directly to 
wood or concrete floors, and lining 
felt, paste and their extra laying costs 
are eliminated. This direct installation 
is said to provide greater resistance to 
impressions caused by heavy furniture. 
According to the manufacturer, the 
uniform distribution of the adhesive 
firmly binds every square inch of the 
linoleum to the floor without bulging 
or buckling. The use of the usual 
roller after laying is unnecessary, foot 
pressure being all that is required to 
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bring about an effective bond. The 
special adhesive used is said to be im- 
pervious to moisture after the linoleum 
has been laid, and it is stated that the 
product has undergone thorough tests 
before being placed on the market. The 
suggested retail selling price to the 
consumer is $1.95 per sq. yd., laid, in 
any part of the United States, and the 
customary discounts to dealers are 
provided. 


Glolite Electric 
Christmas Tree 


R. E. Gebhardt Co., 2050 Larrabee 
St., Chicago, IIll., has recently placed 
on the market its new type of Glolite 
Tree. It is a unique Christmas tree 
made of rayon visca in six attractive 
color combinations. Tree measures 12 
in. in height and burns one 5 watt 
round bulb in the inside of the tree, 





By means of a patented construction 
the light passes through 17 solid glass 
rods giving the effect of 17 miniature 
electrically lighted lamps, the manu- 
facturer states. Packed one tree to a 
box and furnished complete with lamp, 
five feet of silk lamp cord and at- 
tachment plug. Illustrated circular on 
request. Dealer cost is $15 per doz. 





Wire Screen Cloth 
With Marked Selvage 


A selvage made up of multi-strand 
wires forming a ribbon %6 of an inch 
wide, is a special feature of the Opal 
Zinc Coated and Liberty Bronze Wire 
Screen Cloth now being made by the 
New York Wire Cloth Co., 500 Fifth 
Ave., New York City. Upon one of 
these selvage ribbons is printed in blue 
the brand name for positive identifica- 
tion and foot numerals from 1 to 100, 
with 4% foot markers as well. It is 
stated that this measured cloth is con- 
venient to sell and cut and provides 
an immediate inventory. According to 
the maker, the greatly increased metal 
area on the tacking edge makes a more 
rigid cloth and adds strength most 
needed. Samples available either 


through hardware wholesalers or direct 
from the company. 





G-E Automatic Electric 
Serving Table 


This Hotpoint Automatic Electric 
Serving Table is equipped with G-E 
triple convenience outlet and 8-foot de- 
tachable cord set to attach to a base- 
board outlet. This permits use of three 
appliances on table, connecting the 
cords to the triple outlet, attached 
under table top. May be used as serv- 
ing table, card table and is attractive 





enough for use as fireplace screen. Table 
is automatically set up. Legs drop into 
position when table top is held out. It 
folds into flat position by lightly lifting 
center brace, turning it up. Top is 
30 in. square. Maker states it is of 
genuine American Walnut, 5-ply ve- 
neer, two-tone effect with legs of seam- 
less tubing, finished in golden brown 
enamel. Equipped with rubber feet, 
which, it is claimed, will not scratch the 
finest floors. List Price $13.95. General 
Electric Co., Merchandising Dept., 
Bridgeport, Conn. 
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1 package of 5 


GEM DOUBLEDGE blades 


DOUBLEDGE WITH EACH CARD CONTAINING 
age F REE 10 PACKAGES ¢s staves each 


DUAL ALIGNMENT 

=A Profits take a high jump with this deal. It’s 
your cue to order generously. Fill your year’s 
requirements while you can get this free bonus. 
No need to tell you that Gem is the world’s 
keenest blade—nationally advertised—and a 
mighty fast seller. This offer applies to Gem 
Doubledge Blades only! Quick! Call your 
wholesaler. 














EXTRA 
PROFIT 


1 package of 5 


Ever-Ready Glades 


FREE WITH EACH CARD CONTAINING 
10 PACKAGES ¢s staves each) 


Ever-Ready Blades are famous wherever men shave! 
They are self-sellers—not shelf-warmers. That’s why 
it pays you to order as many as possible while you 
get a free package with each card of ten. It means 
extra profit for you and extraordinary comfort for 


your customers. See your wholesaler. 
American Safety Razor Corp., Brooklyn, N. Y. 





THESE OFFERS EXPIRE NOVEMBER 1, 1935 
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Mr. Retailer, 


YOUR TIME IS WORTH MONEY 


» wh yy waste it 





to your wholesale house for up- 
to-date information — when you 
could have it at your fingertips 
with a LOOSE-LEAF CATALOG? 


Vv Vv Vv 


Tell your wholesaler that you are tired 
of trying to get along with the obsolete 
information in your tight-bound cata- 
log. Tell his salesman on the next call— 
write direct to the house, too, so they 
will surely know what your wishes are 
. .. Your wholesaler can actually save 
money by giving you loose-leaf service 
in a Heinn Binder — so why shouldn’t 
he do it for you? . . .Wholesalers: Write 
on your letterhead to THE HEINN 
COMPANY, Dept. 1025, 326 W. Florida 
Street, Milwaukee, Wis., for new book, 
“The Catalog Question,” showing how 
you can serve your dealers better and 
make more money by rendering a loose- 
leaf catalog service to your trade. 


— 
J oe BINDERS 








| 


Originators of the Loose-Leaf System of Cataloging | 


Branch offices in principal cities 





Cut Your Accident Costs 


(Continued from page 35) 


To keep alive the safety move- 
ment, stimulate safety enthusiasm, 
promote good fellowship, acquaint 
the drivers with progress. Awards 
to individuals for special effici- 
ency, heroism, etc., stimulates in- 
terest and help. 

Rule books intelligently pre- 
pared can be of real constructive 
value. Such books should be of 
vest-pocket size and should con- 
tain only rules that the retailer 
intends to enforce. The men 
should be urged to study and ob- 
serve them at all times. 

Accurate and complete accident 
records aside from the demands 
of insurance companies are of 
great value to show prevailing 
types and causes of accidents and 
to show which drivers have the 
most accidents, so that proper 
action, educational or disciplin- 
ary, can be taken and to arouse a 
competitive spirit on the part of 
everyone concerned to better his 
own record, the group record, and 
the company record. 


A Committee 


In many cases, especially for 
serious accidents, an investigating 
committee composed of the pro- 
prietor and one or two drivers, 
may be used with good results. 
Inclusion of drivers is of great 
educational value not only to the 
men themselves but to the other 
drivers with whom they will ‘dis- 
cuss the case. Investigations 
should be made as soon after the 
accident as possible to eliminate 
the possibility of the loss of im- 
portant evidence. Results of in- 
quiries should be made known as 
soon as possible to secure the 
greatest moral effect. It should be 
remembered that the principal 
reason for an investigation is not 
to place entire blame upon one 
cause or one person, but rather to 
point out all the contributing 
causes—to show how the accident 
might have been prevented, rather 
than to fix personal responsibility. 
An employee found responsible, 
however, should be subjected to 
appropriate discipline. He may be 
required to pay for the damage, 
be suspended without pay, lose his 





bonus, or be discharged. Under 
all circumstances, fairness is essen- 
tial. 

Pictures and stories in the form 
of bulletins are recognized as one 
of the most effective means of 
reaching the driver. They drive 
home the idea of personal pro- 
tection. Like any other kind of 
advertising, bulletins as well as 
posters must be attractively pre- 
sented. In addition to printed 
bulletins obtainable from insur- 
ance companies and from the 
National Safety Council, home- 
made bulletins covering accidents 
and near accidents involving the 
store’s own vehicles can be used 
to advantage. 


Posters 


Attractive posters spread the 
safety gospel to the public as well 
as drivers. They may be placed 
on bulletin boards, outdoors and 
inside and outside of trucks. 

Dash cards represent another 
means of arousing and maintain- 
ing driver interest. Changed fre- 
quently, these cards keep safety 
alive with a suggestion or slogan 
relating to safe driving in general 
or to some seasonal hazard, such 
as skidding, school children in 
streets, weaving, etc. 


Prizes and Bonuses 


Prizes and bonuses serve as an 
incentive to careful driving. While 
all drivers should feel a natural 
interest in accident prevention, 
cash awards keep the subject con- 
stantly before them. Awards 
should be given to every driver 
maintaining a certain standard, 
rather than to the “best” driver. 
Employees are not interested in a 
bonus that goes to someone else. 
Awards may be given to all drivers 
going a certain length of time 
without an accident, or it may 
consist of a certain percentage of 
the difference between the average 
accident cost per vehicle per year 
and the actual cost in the case of 
each individual, or a system of 
points or credits may be used in 
connection with a general bonus 
system covering other matters be- 
besides safety. 
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THE GOAL OF 750,000 


wuost Wintee Ploygeound” 


IS THE BASEMENT 


T is estimated that at least 750,000 
people are engaged in homecraft 
hobbies. There are many in your 
locality now; there will be many others 
as soon as someone shows them how 
to get started. 
Everyone who starts a home work- 
shop hopes to have one like the one pic- 
tured above—many of them will. Think 





of the market this makes for good tools. 


Here’s how to get the business! 


UT in a tool window like this one 
regularly. Include in it the material 
Stanley offers to encourage and assist 





those interested in home workshops. — 
Use the big, colorful “Tool Box of 
America” display as a center piece. 
Every home workshop fan knows 
STANLEY — THE TOOL BOX OF 
AMERICA and prefers to buy 
where this reliable guide is displayed. 


Distribute this booklet '’The 
Joy of Accomplishment.” It 
is full of instructive material 
for those who are building a 
home workshop. Tellsthem Send for Display and Booklets — Go Get the Business 
what tools they need at 

the start and how to add to STANLEY TOOLS 

them intelligently. NEW BRITAIN, CONN. 
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Carpenters Instructors Home Workshop Fans Formers Automobile Mechanics 


THEY ALL LOOK TO STANLEY - - THE TOOL BOX OF AMERICA FOR THEIR TOOLS 
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Straight, parallel line wires; 
Locktwist joints; uniform meshes; 
Stretches perfectly to posts; 
Needs no top-rail, no baseboard; 
Saves time, labor and expense; 
Rolls out flat; 

Cuts easily and without waste; 
Gives long, satisfactory service. 
U. S. STRAITLOK Netting—the orig- 


inal straight-line poultry fabric—has been 
the outstanding leader in its field for more 
than a quarter century. Made like farm fence, 
with straight, parallel wires running its full 
length, this superior netting is first choice 
of poultry raisers every where. Its stretching 
qualities, its ease of handling, its economy 
and its long satisfactory service make it 
ideal for poultry fencing. 


Genuine U. S. STRAITLOK Poultry 
Netting is available in both one and two- 
inch mesh, Galvanized Before Weaving or 
Galvanized After Weaving, and in all stand- 
ard heights from 12 to 72 inches. Coupled 
with U. S. HEXLOK Poultry Netting, it 
enables you to fill every demand of your 
trade and meet every phase of competition. 

Insist upon genuine U. S. STRAITLOK 
and U. S. HEXLOK Poultry Netting! It 
costs no more. 


Ask your Jobber or write direct for 
further information! 


INDIANA STEEL & WIRE CO. 
MUNCIE, INDIANA 








Colonial Hardware 


(Continued from page 30) 


panies or industrial concerns in 
Hartford. The store has quite 
logically catered to this type of 
trade. A nice volume of business 
in household gadgets has been 
developed. This line is featured 
in a rather novel manner, as 
shown by one of the accompany- 
ing illustrations. A special fix- 
ture, constructed around four 
sides of a column in the center 
of the store, permits ali of the 
gadget items to be invitingly dis- 
played together. 

On the top counter of this fix- 
ture, separate large squares of 
black and white oilcloth have 
been affixed, in checkerboard de- 
sign, to the surface with thumb- 
tacks. On each one of the oil- 
cloth squares a separate gadget 
is displayed, and a small card 
gives the name, use and price of 
that particular gadget. Larger 
colored cards used in the rear of 
the display picture some of the 
most popular gadgets in use. Some 
of the gadgets thus displayed are: 
pea shellers, cooking tongs, char- 
coal refrigerator purifiers; bak- 
ing shells; rotary mincers; to- 
mato slicers; asparagus slicers; 
canape servers; shoestring potato 
cutters; vegetable quirlers; salad 
knives; potato scoops, radish and 
potato cutter; tender meat rollers; 
cherry pitters; onion choppers; 
sardine can opener and server; 
cheese cutter and server; butter 
prints; butter curlers; bean 
stringer and slicer; no-touch serv- 
ing fork; waffle iron brush; pep- 
per mills; apple cutters; fruit 
peeler; steel skewer sets; cheese 
grater; pineapple eyer, and lob- 
ster cracks. 

The store has also developed an 
excellent demand for high-grade 
woven baskets of many sizes and 
shapes. Some of these are very 
colorful, original in design, and 
reflect the work of highly skilled 
basket weavers. Naturally these 
sell at good prices and have en- 
abled the firm to build up a sub- 
stantial and _ profitable basket 
business. A point of interest in 
this connection is that baskets 
made to receive residential mail 
are extensively used in the locality 
and the demand for the usual 
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types of house mail boxes is 
negligible. 

A colonial atmosphere is cre- 
ated in the Colonial Hardware 
Company’s store through the use 
of home-made knotty pine fixtures 
finished in a weathered silver 
gray. 


Safe and Profita- 
ble Trade-Ins 


(Continued from page 49) 


all cases, trade-in allowance was, 
at least in intent, so adapted to the 
individual circumstances that 
profit remained in sight. 

The only sound accounting basis 
for trade-ins is one which ap- 
praises the goods on a reasonable 
margin for resale. General ex- 
perience is that effective merchan- 
dising requires goods to be put in 
shape for sale, such expense show- 
ing a real influence on profit. 

Clever promotion idea of a 
Pacific Northwest store consisted 
of a folder in which parallel 
columns presented, respectively, 
trade-in goods, and new goods. 
The range of trade-in allowances 
for the first, and of regular prices 
for the second, were given, with 
columns in which the prospective 
customer would put down his esti- 
mates. Inasmuch as all trade-in 
figures were conservative, the pros- 
pect arrived at the store already 
half way sold on reasonable al- 
lowances. 

“The principal market we have 
for trade-ins,” commented a pro- 
gressive hardware store, “is among 
poor credit risks. They come in 
wishing to buy new goods, and 
credit qualification for the sort of 
purchase they wish to make ab- 
solutely is not present. We sell 
them skilfully on used goods with 
a high percentage down payment, 
or even require cash on occasions. 
The result is that we make a sale 
and yet are careful at the same 
time.” 

The time is ahead when an 
awakened spirit among instalment 
sellers will make trade-in univer- 
sally a subject to be discussed with 
pleasure, instead of the groans 
which too often now are the ac- 
companiment. 

(All Rights Reserved, Bartlett Service) 
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USE 


Made with the mechanically cor- 
rect Locktwist joints; 


More uniform; 

Stronger, more rigid; 

More even tension; 

Better stretching qualities; 

Lies flat, easier to handle and cut; 
Superior in service. 


U. S. HEXLOK Poultry Netting—com- 
panion product to U.S. STRAITLOK Poul- 
try Netting—is the most uniformly perfect 
hexagon-mesh netting ever produced. Made 
with the improved LOCKTWIST, it is more 
uniform, more rigid; neater in appearance; 
more satisfactory in service. It comes from 
the loom under smooth, even tension, lies 
flat when unrolled, cuts easily and without 
waste, stretches perfectly. 


its ready acceptance by consumers every- 
where, for a wide variety of uses, is evidence 
of its superior quality. 

U. S. HEXLOK Poultry Netting is furn- 
ished in one and two-inch mesh, Galvanized 
Before Weaving or Galvanized After Weav- 
ing, and in standard heights from 12 to 72 
inches. Combined with U. S. STRAITLOK 
Poultry Netting, it provides new opportun- 
ities for sales and profits. 


Ask your Jobber or write direct for 
further information! 


INDIANA STEEL & WIRE CO. 
MUNCIE, INDIANA 
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Jensen-Byrd Co., Spokane, Wash. 





Hardware Stores Take Three Major 
Prizes in Remington Window 
Display Contest 


Second prize to Jensen-Byrd Co., Spokane, Wash., third to Frank 
T. Budge Co., Miami, Fla., and fourth to M. S. Young & Co., 
Allentown, Pa. 


LTHOUGH first prize in the win- 

dow display contest sponsored 
by Remington Arms Co., Inc., 
Bridgeport, Conn., went to the Rec- 
reation Equipment Co., Springfield, 
Ohio, the second, third and fourth 
prizes went to three hardware stores, 
First prize money was $150. 








M. S. Young, Allentown, Pa. 


The second award ($75) went to 
Fred W. Stokes, display manager, 
Jensen-Byrd Co., Spokane, Wash. 
Third award ($50) was won by T. 
A. Hauser, window trimmer, Frank 
T. Budge Co., Miami, Fla., and 
fourth award ($50) by I. C. Genert, 


(Continued on page 80) 
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Dealers?! 


BUY YOUR FREEZERS 
NOW AND SECURE 
THE VALUABLE CONCO 


SALES HELP 





































EADERS. Unexcelled for de- 


sign, quality and finish, THE 
variety of styles and sizes, exclu- IMPROVED 
c sive features and improve- 
ments, those who sell Myers 1936 


Water Systems enjoy their re- 
ward in customer satisfaction 
and sound profits. 


CONCO 
HUSKY 


In every respect this well estab- 
lished, completely dependable 








? 

; line continues to build good * 

: will and secure the business for 

those who sell and install 
pumping equipment. A freezer to get excited about is this 1936 HUSKY crea- 

tion. First and foremost, it’s a jim-cracker of a value, 
If you have never sold selling at a moderate price, but including such selling 

qualities as a painted tub, convenient carrying handles, 

Myers Water Systems, heavy cast main frame, cast can top, larger ice capacity. 


write or wire us for cata- and non-clogging gears. See it and buy it! 


log and information on 


this favorably priced Despite a summer that was made for grow- 

| —— yo aw ing crops more than it was for creating 
| eels te denlliaaie freezer demand, Conco dealers the past 
customers who are quick year have enjoyed good freezer sales with 

to recognize and value our complete line of modernly-styled, rug- 

Myers durabil- gedly built, and moderately priced freezers. 

po pomp 4 We are now announcing our 1936 line with 

aan ia some improvements that will be talked 

beyond the about in the trade, and sales helps that 


even surpass those which successfully cre- 
ated customers for the Conco line last year. 
Lose no time in asking your jobber about 
the line. 


original cost. 





The Conco line consists of the 
triple-action PENGUIN, the 
superb HUSKY, the DOLLY 
MADISON Electric, the 
IGLOO 2-quart galvanized 
tub, and the 2% pint Kitchen. 
ette. Also 2-quart galvanized 
pressed steel main frame 


| JACK FROST. 


CONCO ENGINEERING WORKS 


Division of H. D. CONKEY & CO., MENDOTA, ILL. 


Export Sales Office : 
201 N. Wells St., Chicago, Ill. 





SYSTEMS 


PUMPS—WATER SYSTEMS-HAY TOOLS-DOOR HANGERS 
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SIZE FOR \ A J ELL meaning advisors have frequently 
ERY NEED— told us that DAZEY CHURNS are 
QT. TO 10 GAL. entirely too well made—that they would work 


just as well if the quality of materials were 
ATION not nearly so high and our standards of 
workmanship not nearly so exacting. Maybe 
so. Nevertheless, nearly 90% of all churns 
sold by the hardware trade today are 
DAZEY CHURNS! We are obstinately 
old fashioned enough to believe that our 
insistence on quality has had something to 
do with this amazing sales leadership. Be 
that as it may, no wide-awake dealer can 
fail to see the advantage of pushing to the 
limit any line with so nearly universal 
acceptance. Above all, he will find it 
profitable to get squarely behind DAZEY 
ELECTRIC CHURNS now that power 
lines are being so steadily extended into 
rural districts. 


DAZEY CHURN & MFG. COMPANY 


4301 WARNE AVENUE 
ST. LOUIS, MISSOURI 


JOBBERS 
And 


DEALERS 














When Dealers Like These 
Say Words Like These: 


KUNKLETOWN, PA. 
“I am glad to recommend So-Lo as 
the best article I ever sold. Some of 
my customers buy three boxes at a 
tame. Ira M. Schaffer 


NORTH LUBEC, MAINE 
“We have sold So-Lo for the last 
three months and find it sells well 
and gives good satisfaction.” 


To introduce the NEW 
§0:L0 in the size we will 
advertise 7 | 





Customers asked for 
a big can at a low 
price. So here's the 
Bargain Size 39%c 
Lawrence Brothers Can of Perfected 


-Lo. | 
MILBANK, SOUTH DAKOTA So-Lo. It keeps soft 


in the can. 
“Everybody seems to like So-Lo. We 
have many customers who repeat on 
this item, because it has so many 
other uses besides mending holes in 
shoes. F. A. Tessin 


BLACK RIVER FALLS, WIS. 
“We have customers who repeat on 
this item, and are looking forward to 
a very good business this fall and 
winter on it. Mason R. Werner 


Millions of people 
use So-Lo to repair 
shoes, boots, cuts in 
tires . . . to fix leaks 
. .. to mend holes. 
Are you getting your 
share of this business? 


Here’s your opportu- 
HOLBROOK, NEBR. nity to try New So-Lo— “Nee 
FREE. . : 


“We like So-Lo, and so do our cus- 
tomers. We expect to do a good 


business with it this fall and winter.” wom eee 


.=====-JUST SEND COUPON 











H. Minnick & Son © S0-Lo Works, Dept. HA-10, Cincinnati, Ohio H 
® Please send me 1 dozen Bargain Size 39¢ So-Lo at $3.12. § 
§ 1 am giving name of jobber through whom I want order : 

§ shipped and billed. In consideration of this order, send me 
& FREE, postpaid, 1 Bargain Size Can, also sales displays, etc. . 
NEW So-Lo Ads ; eC OO mae 4 
will appear in 65 magazines and 300 4 J 
newspapers this fall. They'll send H Address csakennaseneceesennd ovnkweraiemnmtersae a 
le to your store asking for New en ne i 
So-Lo. ave it for them! Ttttttttitttttttittitttiteeeeeeteteeetf 








Remington 
Displays 
(Continued from page 78) 


display manager, M. S. Young & Co., - 
Allentown, Pa. The displays which 
won these three major awards are 
presented with this account of the 
contest. 

The judges were Ray Holland, 
editor, Field & Stream; Chas. J. 
Heale, editor, HARDWARE AGE and 
Ames Castle, editor, Sporting Goods 
Journal. The judges were guided 
in their decision by the conditions of 
the contest which were very simple 
in that originality and attention 
value of the display were all that 
counted. The photographic excel- 
lence did not enter into it. It was 
only necessary for the entrant to 
include in the window display a 
representative showing of Reming- 
ton products: rifles, shotguns, am- 
munition, cutlery, traps, targets, etc. 
Many of the dealers who entered 
the contest reported that as a result 
of their efforts their sales volume 
increased considerably and in most 
cases exceeded expectations. 





Knot Kink 


To prevent a knot from untying, 
dip it in glue as shown in this 
sketch. It has been my experience 
that when knotting the end of a 
rope to prevent fraying, the knot 
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frequently “slips out” due to the 
slipperiness and stiffness of the rope, 
especially if it is a new one. Make 
the knot as hard and tight as pos- 
sible, dip in glue, allow to dry, and, 
like Alexander the Great, you will 
be obliged to cut it if you want to 
untie it—M. E. S. 





Acmeline Catalog 
No. 52 


The Acmeline Manufacturing Co., 
Traverse, Mich., is offering an attrac- 
tively illustrated catalog on its line of 
Acme Sprayers, Planters, Dusters, 
Pickling Sacks. The descriptions g've 
capacities, construction and materials 
of the products. Several new items are 
contained such as the No. 332 Continu- 
ous Sprayer and the No. 545 Com- 
pressed Air Sprayer. The rear pages 
are devoted to Acme Sprayer parts 
and Planters parts lists, giving list 
prices. 
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NORTON ABRASIVES 
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IMPORTANT ITEMS 
for the 


HOME CRAFTSMAN 
INDIA 


Bench Stones, Slips 
sik and Shapes, standard 
the world over for 
sharpening fine tools. 
Favorites with Home 
Craftsmen. 







WASHITA 


. Bench Stones, Slips 
and Shapes will be 
found in every wood 

/ ° 
carvers and cabinet 
maker's kit. 





TOOL GRINDERS 


Every Craftsman uses a tool 
grinder. Offer him the 
best — strong, sturdy, 
smooth running machines. 
Priced right. 





e If you want to make your paint sales start a steady 
climb, the Lowe Brothers Pictorial Color Chart will 
help you. It will help you make more sales because 
it helps your customers select proved and attractive 
color combinations. In large, full color illustrations, 

made with actual paint, it shows correct color GRINDING WHEELS 


schemes for various types of houses and every kind When the Home Craftsman 
needs replacement wheels 








This chart permits dealers in Lowe Brothers nO eat? age Pe tng 
; bond, Norton ‘’ Alundum 
products to give home-owners an extra service. And grain, bushed to fit his arbor. 


we are seeing to it that they know you can do this. 
We are using a liberal amount of space in national 
magazines and farm publications to describe the 
chart and urge people to see it. 

And the Pictorial Color Chart is only one of many 
effective helps offered dealers in Lowe Brothers 
products. There are new window trims—new win- 
dow streamers—booklets and folders which are 
mailed direct to the dealer’s prospects— newspaper oe 
advertisements all ready to run. 

To dealers who are interested, we will welcome 
an opportunity to explain our proposition in detail. 


The Lowe Brothers Company, Dayton, Ohio. BEHR-MA NNING, Troy, N. Y. 


Please send full information on Home Creft items. 


ee are eee 
Address — EE Re ee 
Kewe hy. om City State _HA1010 


P NTS e VARNIS HE S 
eae Unsurpassed Since 1869 


MULTI-OILSTONE 


“> A perfect sharpening device 
that every Craftsman wants 
to own on sight. Two 
models—3-stone and 9-stone. 





Send for details on these popular Home Craft items. 
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BEHR-MANNING, TROY. NY.USA | divisic 
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Dietz Lanterns are always BEST VALUE for the money. 


In Dietz Lanterns customers buy unequalled lighting power and burn- 
ing reliability, with superior construction that guarantees lasting service. 








R.E.DIETZ COMPANY - NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD. FOUNDED 1840 
Output Distributed Through The Jobbing Trade Exclusively. We 
Do Not Sell Chain Stores, Catalog Houses, or Syndicate Buyers. 











THE GLARIDGE 


ATLANTIC CITY 
” The Skyscraper by theSea” 





Invites members of the 
American Hardware Mfg. Assn. 
and the 
National Wholesale Hardware 
Association 
to make it their home during their 
41st Annual Convention 


October 21-24 


THE CLARIDGE adjoins the 
Convention Headquarters. 


Every room at THE CLARIDGE 
has outside exposure . . . each its 
private bath with fresh and sea 
water, tub with shower .. . 


Rates from $4 single and $6 
double, European Plan . 


Joseph P. Binns 


Manager 











‘ Device to Rotate Beer 
Bottles Automatically 
in the Refrigerator 


The old problem of cooling beer 
or soft drinks in the refrigerator 
and drinking the coolest bottle is 
with us. 

The sketch herewith shows how 
to do it in a very simple way. Ar- 


in 


ouT < 


7 


range two inclined planes as in- 
dicated, so that when a bottle is 
removed from the bottom all of the 
bottles remaining will advance by 
one diameter leaving space at the 
top where the new bottle is inserted 
—at the point marked “in.” 

In this way the coolest bottle is 
always removed and the fresh bot- 
tle must remain in the refrigerator 
until its turn comes. By that time 
it will be nice and cool—provided, 
of course, consumption is not too 
rapid. 

Also, using this device, there is 
no possibility that a bottle of beer 
will remain indefinitely in the box 
without being used. 

The longer the length of inclined 
planes, the better, because the capa- 
city of the device is proportional to 
the length of the inclines. 

It is suggested that this device 
be manufactured and sold by hard- 
ware dealers. The same idea can 
be advantageously applied in the 
selling of hardware articles—ar- 
ticles that are cylindrical and that 
will roll like beer bottles. A fresh 
supply of the product can thus 
always be maintained. By making 
it a point to always keep the device 
full the possibility of running out of 
stock becomes remote. 





KEEPS PAINT FRESH AND 
BRUSHES IN PAINT 





The practice employed by a Hard- 
ware Store in San Francisco of solder- 
ing paint brushes into the top of the 
paint can as shown in the accompany- 
ing photo has many advantages in that 
it keeps the paint fresh and keeps the 
brush in the paint all the time and it 
is not necessary to clean the brushes. 
A hole is made in the top of the can 
and the brush inserted, then soldered 
solid to the top. 
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Let Winter Evenings 
Boost Your Sales 


Say, | just have to dance 
a jig when | think of the 
profits to be made in sell- 
ing Woodworking Equip- 


ment! 


And every real Wood- 
working Fan wants genu- 
ine WOOD WIZARD 
Power Tools, so why waste 
time and effort trying to 
sell him something else? 





The Home Workshop is 
getting to be such a popu- 
lar hang-out for the men 
folks that friend wife 
never worries any more 
about where hubby is 
nights. 





We're WOOD WIZARD 
headquarters and you will 
find it's green light for 
yourstore traffic as soon as 


your trade knows you are 
a Wood Wizard Dealer. 


Tue Geo. Worrtaineron Co. 


CLEVELAND, OHIO 


1935 
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Ship Chandlers 


Recognize 
THIS TOOL 


In seaports the tool illustrated at the 
right is known as a Ship Carpenter’s 
Lipped Adze—a hand cutting tool 
having its blade at right 
angles to the handle, and 
is used for dressing tim- 
ber. A member of the 
Collins line of quality cut- 
ting tools, these adzes are 
preferred by ship carpen- 






ters. 


EVERYONE 


Recognizes 
COLLINS AXES 


Collins Axes for over a century have maintained a 
high standard that is recognized by axe users the 
world over. These users know that when purchasing 
any cutting tool manufactured by Collins, there is no 
question of dependability, 
weight, feel, and above all, hon- 
est quality. 

Start now to sell a complete line 
in one well-known brand — Col- 
lins. If your jobber cannot sup- 
ply you, write us. 


Our wide range of styles and 
prices means that you can sat- 
isfy every customer with the Col- 
lins line alone. 





Western Double Bit 
Velvet Finish 





Collins Official Boy 
Scout Axe 


THE COLLINS co. 


COLLINSVILLE, CONN. 





AXES . HATCHETS BUSH HOOKS 
* HOES ‘ PICKS MATTOCKS 
83 
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MR. 
RETAILER:— 


Watch; 


—for coming 
advertising 
in space 
carrying this 
border; 











You'll find REAL 


Columns 





Sales Representatives 
advertising in the 
Sales Accounts ee 











RUST RESISTING 


Many a hard- 
ware cloth has 
gone down to 
the ‘'grave'' 
and is labeled 
RUST on the 
“tombstone.” 
Not so with 


WICKWIRE 
GALVANIZED 


8 x 8 mesh 





In 7 Months Mandel's Neighborhood 
Store Has Sold 150 Electric 
Retrigerators 


NE hundred and fifty electric 

refrigerators thus far this year. 
That is the remarkable selling rec- 
ord of Mandel’s, a neighborhood 
hardware store in Cleveland, Ohio. 
Credit for the accomplishment is 
given to concentration on one well 
known make of refrigerators, and to 
energetic outside selling. 

When regular lines began to show 
the effects of the depression, about 
five years ago, electric refrigerators 
were added to bolster volume. Dur- 
ing the first three years, a different 
line was carried each year. Last 
year, two makes were handled and 
60 were sold. Late in the fall of 
1934 Mandel’s decided to handle 
one make exclusively in each of 
its three leading types of major 
electric appliances — refrigerators, 
washers and radios. Sales in all 
three appliances have since shown a 
steady increase. 

Mandel’s has seven men working 
on appliances under the aggressive 
and efficient supervision of Jerry 
Bohnic. These men ring doorbells, 
make night calls, and attend neigh- 
borhood socials and church affairs. 
A point is made to have a represen- 
tative wherever people gather. 

The achievement is all the more 
remarkable because the store’s terri- 
tory would not usually be considered 
a productive one. The location is 


on Cleveland’s east side, in a section 
which might be called a “melting 
pot” neighborhood, and most of the 
residents are persons of limited 
means. 

The store was founded 26 years 
ago by Christ Mandel. The foun- 
der’s son, Christ Mandel, Jr., has 
conducted the business for the past 
eleven years. In describing the 
store’s experience in selling major 
appliances Mr. Mandel said: 

“Where people of foreign birth or 
descent were backward in adopting 
mechanical refrigeration, washing 
machines or other appliances that 
improve the operation of their 
homes, they are now coming around. 
We find that the installation of a 
refrigerator or a washer in a block 
invariably leads to further sales 
within a short time. 

“Our neighbors are becoming bet- 
ter educated to the necessity for 
proper food protection and I look 
for beom sales volume the moment 
industrial employment reaches a 
more stabilized state. We have at- 
tained our volume in refrigerator 
sales by steady plugging for busi- 
ness. We follow the standard sys- 
tem of canvassing under the eye of 
Mr. Bohnic, our supervisor, and the 
system has certainly paid excellent 
dividends.” 


HARDWARE CLOTH 


It is “long lived” because made from 
Open Hearth Copper-Bearing Steel 
which resists rust much longer than 
ordinary steel. It is also Galvan- 
ized by a method which insures 
added protection and gives it a dura- 
ble and attractive finish. Even inch 
widths 12 to 48 ins. Standard and 
special grades. Sell it with confi- 
dence. 


Ask your Jobber for Prices 


STEEL PRODUCTS 
oun ae GAS now used in our fur- 
produces very low sulphur i = 
teeter with a copper alloy, 


Ves 2 Nae 





The refrigerator corner of Mandel’s in Cleveland showing Jerry Bohnic, left, 
BPORATED IA and Christ Mandel, Jr., looking over their wares. This neighborhood hardware 
store has had unusual success selling refrigerators. 
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MADE TO ORDER 
to fit 


local requirements 





Bunting Business Getting Store 
Magazines offer you an opportunity 
of having your own personalized 
store magazine each month at a 
fraction of the cost of what it would 
cost to publish your own magazine. 


Bunting Store Magazines offer the most profitable 
direct-to-home advertising media. Entirely flexible to 
meet every dealers requirements regardless of location. 

Each dealer selects Ais own merchan- 
dise to be featured and stipulates his 
own prices to fit his stock and his com- 
munity buying tendencies. 

f 195 hardware manufacturers are 
/ now cooperating with the hardware 
merchants to reduce advertising 
costs and increase sales with the help 
of Bunting Selective Store Magazines. 

A new simplified method opens the 
way for Aggressive dealers, jobbers and 
manufacturers of dependable goods to 
avail themselves of the cooperative and 
sales building features of: the Bunting 
program. 





Write for full information 


The Bunting System 


NORTH CHICAGO, ILL. 





A SERVICE which brings the HARDWARE 
BUSINESS to the HARDWARE DEALER 
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To the experienced architect or builder no sash cord is 

too good. One replacement job makes cheap cord cost 

more than Samson Spot Cord. More than forty years of 

adherence to one quality standard—one grade—one name 
and trade-mark has established Samson Spot Cord as the out- 
standing dependable value. For permanent buildings Samson 
Spot Cord is almost always definitely specified. By carrying it 
fn stock you will get profitable business. 


Where a moderate priced window cord is suitable, and for an 
especially good clothes line, we offer Phoenix—a real sash cord 
and good value. Phoenix is made all yarn construction, firmly 
braided, smoothly finished and has a minimum of stretch. 
Phoenix may be stocked for both sash cord and clothes line use. 
It costs a little less than Spot Cord but is dependable quality 
at a modest price. 


We make cotton twine and all kinds of braided 
cord for various uses. Write for catalogue. 


SAMSON CORDAGE WORKS 


Boston, Massachusetts, U. S. A. 

















‘HOW ABOUT 
YOUR STOCK 
OF KLEINS? 


Check over your stock of Kleins. 
Unless you have the more popular 
items in the Klein line you are los- 
ing out on business and failing to 
secure a worth while profit that 
might well be yours. Klein Pliers 
are standard with electricians and 
good mechanics. Master workmen 
everywhere prefer Klein Pliers to all 
others. Check up on your stock 
today and add to your want list 
those numbers which are missing. 
New packaging and new display 
will help you sell more Klein Pliers. 





Kleins, standard 
of quality 
“Since 1857." 


Individually 
mounted on 


, wre 
in Cell e, 
Kiein 
help sell them- 
selves. 


Distributed through jobbers 


mooo LED Noes 


3200 BELMONT AVE., CHICAGO 





Set Up Dinnerware Demonstration 
in Display of Table Ornaments 


TABLE ORNAMENTS 











OT only is it desirable to sell 

a customer a full dinner set, 
or a set of glassware, but it is also 
desirable to increase the size of the 
sale by encouraging the customer 
to buy one or more table ornaments, 
according to H. L. Johnson, manager 
of the Ehlen Hardware Store, Or- 
ange, Calif. 

As a means of accomplishing this, 
the firm has constructed a sort of 
booth in the china and glass depart- 
ment just across the aisle from the 
wall shelving carrying the various 
patterns of dinnerware. This booth, 
which is ten feet wide, is surrounded 
by a shelf which is just a few inches 
higher than the height of the 30 by 
36-inch table used for demonstra- 
tion purposes. On this shelf are 
knicknacks and table ornaments. A 
chair is on each side of the table. 

“We feel that a complete setting 


for one place is sufficient demonstra- 
tion of any pattern,” Mr. Johnson 
explained, “and that it is wholly 
unnecessary to arrange a table with 
china, crystal, and silver for four, 
six, or eight persons. 

“Now the theory and practice of 
our demonstration booth is this: 
When we have arranged the mer- 
chandise before the seated customer, 
we reach over and select a table 
ornament that harmonizes with the 
china or glass, and place it on the 
table, too. The ornament not only 
enhances the beauty of the table set- 
ting but suggests itself as a neces- 
sary item in the customer’s dining 
room. We hope that she will buy 
it, too. 

“If we demonstrate several pat- 
terns, we may have to change the 
table ornaments. It’s convenient to 
have them so close by.” 





Dolling Up the Shelf Warmers Makes Them Move 


F one will go to the trouble of 

making the shelf warmers more 
attractive, they'll sell rapidly. This 
is the opinion of Mrs. Myrtle Jones, 
in charge of the china and glass 
department of the Monrovia (Calif.) 
Hardware Company. 

Illustrative of this, Mrs. Jones 
filled a number of slow-moving, 
novelty glass bowls with colored bath 
salts one Christmas, wrapped them 
in colorful cellophane, tied them with 
colored ribbon, and offered them as 
gift suggestions. They sold quickly 
at the regular price plus the cost of 
the bath salts and the decorations. 

Last Easter Mrs. Jones filled a 
number of small china and glass 
novelties that the public seemed not 
to want with dirt dug from behind 
the store, planted a small cactus in 


each, and set them on a table by 
themselves. They sold. Fortunately, 
the cactus cost nothing, for there is 
a lot of it in this region; so it was 
unnecessary to increase the selling 
price. The public saw the eactus, 
not merely the containers. 

Among the novelties was a china 
elephant that had a representation 
of a basket on each side to hold 
matches and cigarettes. Mrs. Jones 
placed a cactus plant in each bas- 
ket; it sold almost immediately after 
it was placed on display. Quite a 
number of bowl-shaped ash trays 
were moved in a like manner. 

“The public seems to want the 
most that can be gotten for the 
money,” Mrs. Jones explained. “If 
you can give them a wee bit more by 
including bath salts or cactus and 
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Came! 


"Ha-Cha! - what a line” + and so say all when 
they go up on the counter! @ That's the place 
for this fine Display Packaging of Brushes by 
Baker. It's a constant invitation before the eyes 
of everyone who paints. @ Combines Quality, adaptability and 
AREN'T YOU MISSING satisfaction » symbolized by the little trademarks 
SOMETHING? @ instantly the shipping wrappers are off - Baker Brushes, 
Hlave You Boker policy end Baker merchandising goes to work to 
ordered ? make you profits + 
Thet’s why Brushes by Baker are 
Fundamentally yours 


baker brush Co.ine 


87 GRAND STREET ®@ NEW YORK 


"TURNER GASOLINE 
URNER Lanterns 
for 


BRILLIANT OUTDOOR LIGHTING 


This new Turner lantern 
gives a clear white light 
of 300 candle power—burns 
from 12 to 15 hours on one 
filling. 


The weatherproof glass 
chimney has no obstruc- 
tions to cast shadows— 
the light is unaffected by 
strong winds or rain. 


Easy to light—small pilot 
hole eliminates the usual 
slides and traps—no wait- 
ing to generate—lights in- 
stantly. 











Made in two attractive 
color combinations — r 
and black or brown and 
tan. 


Ask your jobber’s sales- 
man about Turner lanterns 
or write direct for complete 
details. 


Leading manufacturers of 
liquid fuel burning appli- 
ances since 1871. Makers 
of blowtorches, plumbers’ 
furnaces, camp stoves and 
gasoline water heaters. 


Ye — ae 






















QUA 


Wi: SE Ss 


Bs 2 


Miyj 
ols : Wan "9 » 


hi 


Soo 


S Zip : ee 


BOLTS NUTS SCREWS 


Continuously for 81 years we have 
been successfully making this one 
type of product. This experience is 
reflected in the product. 
Specify CLARK’S BOLTS— 
NUTS—SCREWS 


Made by 


CianxBeoshort(p 


Bemiss Street 
MILLDALE, CONN. 





































There’s Money In 
Sander Rentals 


More than $60.00 per month if you 
act now and follow our suggestions. 
The low cost of sanding and finishing 
their own floors with our modern Sand- 
ing Machine is securing dealer rentals 
from thousands of home owners. 


With our quaranteed sander and our 
tried and tested advertising pulling 
business for you, you are reasonably 
sure to make your 


SPEED LITE 


Rentals Average 
More Than 
560° Per Month 


the same as some 623 dealers 


considerabl more. Besides the rental 
income you make extra sales and fits in 
oa dpaper, Floor Wax, Brushes, Varnish, Lac- 
Shellac and other material needed for ‘floors. 
Our FREE Dealer Helps set quick results. You can 
—— our machine on an easy time payment plan with a 
small amount down and installments as little as $10.45 per 
month. Simply mail the coupon—full details will reach you promptiy. 
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Lincoln-Schlueter Floor Mach. Co., 212 W. Grand Ave., Chicago, Ill. 
Please send us full information covering the new SPEED-O- 
LITE SANDER. C) Interested in time payment plan. 
Rs bi iciivae PERO CIE ER aia chante tee bale 
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YOU PHONE 


WE DELIVER 
ANYWHERE IN THE U.S. 





When you wish to ship or order any- 
thing, specify Railway Express. All that 
is necessary is a telephone call. That 
simple operation snaps into instant ac- 
tion the nation-wide organization of 
swift trains, trucks and experienced 
men, whether one little package or a 
hundred big ones are to be shipped. A 
Railway Express truck will pick up 
the shipment, speed it to fast passen- 
ger trains to be rushed to destination. 
A receipt will be taken from consignee 
to prove safe delivery. Pick-up and de- 
livery service in all principal cities and 
towns, at no extra charge. 

For information or service phone the 
nearest Railway Express Agent. 


ON THE AIR @ TUNE IN on the 
RAILWAY EXPRESS NEWS PARADE 
Every week in the following cities: 


Boston «+ New York «+ Cleveland 
Chicago « St. Louis « New Orleans 
Dallas « Atlanta - San Fran- 
cisco «+ Los Angeles ¢ Seattle 
Minneapolis-St. Paul. 


See local ts for Stations and Times 


RAILWAY 
EXPRESS 


AGENCY, INC. 
NATION-WIDE RAIL-AIR SERVICE 











charge just a bit more to cover the 
extra cost, you can quickly dispose 
of your shelf warmers. 

“Not long ago, we had a number 
of vases that did not appeal to the 
shoppers. I happened to find some 
inusally nice artificial flowers, bought 
them, and filled each vase with 
flowers. They all sold. I got the 
price of the flowers as well as the 
regular price of the vases for my 
work. 


“Quite frequently I make up boxes 
containing shelf-warming novelties 
that are somewhat associated, pack- 
age them in an attractive manner, 
wrap them in cellophane and tie them 
with ribbon, place a number of them - 
on a table, and offer them as gift 
suggestions. They move. 

“In general, I would say that, to 
move your shelf-warmers you must 
make them look like a lot for the 
money.” 





Letters to the Editor 


(Continued from page 39) 


appealing for credit for various pur- 
poses that conservative capital 
frowns at when it visualizes the pay- 
day to come. 

The easiest way is not always the 
best. The one who seeks credit 
must be made to realize what credit 
is. 

R. J. ATKINSON. 





Leon Warner, Jr., Appre- 
ciates Historical Sketches 


MINNEAPOLIS, Minn.—I want to 
compliment you on your August 
29th issue of the Harpware Ace. I 
enjoyed particularly your histories 
of the American Hardware Corpora- 
tion, Landers, Frary & Clark, etc. 
A lot of the old-timers in the hard- 
ware business know the histories of 
these Companies but the younger 
ones, like myself, do not and I be- 
lieve it is essential for us to know 
the background of these Companies 
we are continually dealing with. 

Enclosed you will find seventy-five 
cents in stamps for which I would 
appreciate your sending me five 
copies of this August 29th Harp- 
WARE AGE. 

Leon C. WarRNeER, Jr., 
General Manager, 
Warner Hardware Company. 





Information and 
Inspiration 


Ewinc, Itt.—Check enclosed for 
$2.00 (2 years) for HARpwarRE AGE. 
I get more than $2.00 worth of in- 
formation and inspiration from your 
magazine every six months, so-it is 
really an investment for me. 


J. S. Vise. 





“Selling Words” to Use 


Toronto, Ont., Canapa—Last 
year you were running in your 
HarpwarE AGE a very interesting 
series of what you called “Word- 
Graphs.” I would Lke very much 


indeed to get the whole series and 
am wondering if, by any chance, the 
series is complete. 

I would be very glad indeed to 
have you invoice us with any ex- 
pense. 

N. B. GREENLEAF, President 
O-Cedar of Canada, Ltd. 





BripcGerort, Conn.—A copy of a 
booklet, listing a large number of 
“selling” words, has been in use in 
the office next to me and of course 
has gotten my goat because I do not 
have one. It is published by your 
house and I believe is called “Use 
the right selling word.” 

What can I do to earn a copy of 
this booklet? Were these distrib- 
uted by your company and are there 
any remaining? I would like a copy 
and will appreciate it if you will 
tell me how I may get one. Thank 
you for your courtesy. 

H. H. Bauck, 
Merchandise Dept., 
General Electric Company. 

(Messrs. Greenleaf and Bauck 
have received the requested copies 
of the “Word-Graphs” or as we 
called the series “Use the Right 
Selling Word.” This series has been 
reprinted and a few extra copies 
are available on request.—Ed.) 


The Institute 


New Haven, Conn.—I have just 
seen your editorial in the August 
issue of HarpwareE AGE as I have 
been away on a little vacation. Your 
editorial is certainly right to the 
point. The success of the Institute 
will depend upon the jobber and the 
retailer. If they support manufac- 
turers who join the Institute, it will 
induce other manufacturers to join 
and make the Institute a success for 
the benefit of the distribution field. 

You have written a fine editorial 
and I hope it will take effect. 

D. W. Nortuup, President, 
The Henry G. Thompson & Son Co. 
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An Important Job for a Sales Manager 


WE WANT: 


Experience in Sales Management for products sold to in- 
dustry direct and through mill supply, hardware, or 
similar channels. 

A man who can personally sell and who can train and 
supervise salesmen. 

Personality and ability to put ideas across. 

A man between 35 and 42, now employed, and who has 
a good record of business accomplishment. 


WE OFFER: 


A connection with one of America’s outstanding manufac- 


turers. 


An cpportunity to make a real showing. 
Association with other executives of high caliber. 
Income that will appeal to the high type of man we want. 


Box 1010 Hardware Age, 239 W. 39th St., New York, N Y. 








F li f Catali 
VAUGHAN ’S finite utility items is selling | 


fast now. 





All metal parts are heavily nickel plated. 


Each item guaranteed. Send for Prices and Details 
on this Complete Line. 


VAUGHAN NOVELTY MFG. CO., INC. 


3211-25 CARROLL AVE. 


CHICAGO, ILL., U.S.A. 











CAP SCREWS Ginn: 


Screws—Wood, Drive, Coach, Ma- 
chine, Set, Thumb, Lock Cap. 
Knob. 

Bolts—Stove, Tire, Sink. 

Nuts—Semi-finished, Machine Screw, 
Acorn Cap. 

Chain—Sash, Jack, Safety, Ladder, 
Furnace, Register. 

Escutcheon Pins. 


THE CORBIN SCREW CORP. 
THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 
NEW BRITAIN, CONN. 
Warehouses: 

New York Chicago Philadelphia 


OCTOBER 10, 1935 
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They Keep Meving! 
‘HEREVER there is shooting . 
demand these famous gun cl ing 
A demand that keeps them on the move all year 
’round in the stores of alert dealers who always 
have them on display. 


HOPPE’S 


is a name that shooters know and respect, because 
it stands for better shooting guns. Be ready for a 
good fall business in Hoppe’s products. Stock and 
display : 
HOPPE’S NO. 9 SOLVENT 
HOPPE’S CLEANING PATCHES 
HOPPE’S LUBRICATING OIL 
HOPPE’S CLEANING PACKS 
HOPPE’S GUN GREASE 


Sell Hoppe’s No. 9 to remove bore leading, metal 
fouling, all firing residue and to prevent rust. With 
it, sell Hoppe’s Cleaning Patches, specially selected 
canton flannel, of correct weave and thickness cut 
to right size and shape. Sell Hoppe’s Oil to keep 
gun actions speedy, free of friction; also for fish- 
ing reels, bicycles, vacuum cleaners,, sewing ma- 
chines, typewriters, all handy household oiling. For 
cleaning and polishing, too. Pure, penetrating, non- 
gumming. Sell Hoppe’s Gun Grease as the best 
coating for guns when put away. And sell Hoppe’s 
Gun Cleaning Pack for hunting trips at a distance 
—the COMPLETE Cleaning Kit. Your Jobber will 
supply you--NOW! 


FRANK A. HOPPE, Inc. 
2314-A North 8th Street, Philadelphia, Pa. 
New York: Ed. W. Simon Co., Inc., 302 Broadway 
Les Angeles: H. L. Bowlds, 108 West 2nd Street 


SELL MORE 


- the shooters 


ities 








@ THE NEW BROWNIE All- 
Wave Antenna sells easily with 
every set — and keeps the set sold, For fine 
short wave reception is impossible without an 
all-wave antenna. The Brownie is one of the finest 
antennae on the market today. We challenge a comparison 
for distance, volume, clarity and freedom from interference. 


The ANTENNA that Carries a Profit for the Dealer 


Hook up a Brownie on a set in your showroom. Demonstrate 
its many superiorities. You will find it a quick money maker 
for there’s a real profit on every Brownie you sell, _ 

The Brownie is manufactured by a famous old line maker 
in the electrical field. It is constructed on the Balanced Doublet 
System with a new, super-efficient, matching transformer. Comes 
complete with necessary accessories for quick installation. 
Cash in on the national advertising campaign, starting soon in 
Colliers and the Saturday Evening Post. Write today for our 
quick — profit making deal. 

PORCELAIN PRODUCTS, INC. Dept.C FINDLAY, OHIO 
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(Continued from page 33) 


need to carry the peak load from’ 
How many New — 


Niagara Falls. 
Yorkers know this? When the elec- 
tric companies notice through their 
indicators the rise in the call for 
electricity, they just switch on 
Niagara Falls. In a word, it is 
cheaper and more convenient to 
use this outside current than to 
build larger power houses here in 
New York that would lie idle a 
large part of the time between 
peak loads. 

Then I am told that here in 
New York a small army of elec- 
tricians are changing all the sys- 
tems from alternating to direct 
current. The reason they are do- 
ing this is because direct current 
can be used much more economi- 
cally. It does not require a lot 
of stations. 

Now of course this electric light- 
ing business is a big business. I 
would like to know what kind of 
service would be supplied by a lot 
of small electric companies. 


Water Service 

And now let us take one of the 
commonest things of all, water. 
Imagine the quantity of water 
used by New York City. I have 
never known the town to go dry 
for water. Water of the highest 
quality is brought here for miles 
from the Adirondack mountains. 
It is brought through conduits 
through which you could drive an 
automobile. The service is always 
perfect. Typhoid epidemics are 
unknown. How would it be to 
have a lot of little water com- 
panies? 

I might continue this thinking in 
regard to big things, and mention 
ships. Will you receive better ser- 
vice and a shorter trip on the 
Normandie or some little ship? 
Will the food be better on the 
small or large ship? Which ship 
will have the best entertainment? 
If you wish to rest in crossing I 
recommend a small ship. But if 
you wish service and entertainment 
I certainly recommend bigness in 
ships. 

The other day a member of my 
family had a birthday. We de- 
cided to help celebrate by giving 
a luncheon with the idea of after- 
wards going to the Rockefeller 


Center Music Hall to see Fred 
Astaire and Ginger Rogers in “Top 
Hat.” It was pouring rain. We 
had luncheon at one of the L»ng- 
champs restaurants. Longchamps 
have made a fortune out of ad- 
vertising one thing, “sizzling plat- 
ters.” Now the reason we went to 
this restaurant was because the 
cooking is excellent, the service 
is good, and the “sizzling platters” 
actually sizzle. The prices are not 
low, but you get your money’s 
worth in sizzle. 

After having our “sizzling plat- 
ters” we started out in the rain for 
the Music Hall. There were almost 
five thousand people lined up in 
the streets in the rain waiting to 
get in. I had no reserved seats. 
But I met a policeman standing at 
the ropes who understood the 
language I spoke, and he allowed 
my party to duck under the ropes. 
Of course others wished to follow, 
but I heard the policeman say, as 
I ducked past, “Stand back, stand 
back. They are members of the 
show.” Well, we got fine seats in 
the mezzanine, and boys it was 
some show. One of the best acts 
was a fellow on roller skates, but 
unfortunately he attempted to talk. 
In my opinion acrobats and 
dancers should never sing or talk. 
Now he told a story that made 
everybody laugh. But I can’t see 
the point of the story, so I am go- 
ing to tell it to you. He said first 
that it was a “very dirty” story, 
and if there was anybody present 
who didn’t wish to hear a dirty 
story, they had better get up and 
walk out. Here is the story. 


A “Dirty” Story 

A mother was dressing her lit- 
tle girl. She put all fresh, clean 
clothes on her, and said: “Now, 
darling, you can go out and play, 
but if you get dirty I will kill 
you.” So the child went out in 
the yard. There was a big mud 
puddle under one of the trees. She 
went over there, sat down in the 
mud, and had a grand time for a 
couple of hours making mud pies, 
and generally getting herself 


mussed up. Her mother called . 
her for luncheon, and the child” 


went in. Her mother took one 
look at her, and then killed her’! 





Now that may be a dirty story, 
but I can’t see where it was so 
funny, except that the roller skater 
put one over on the audience. 
However, he got a good laugh and 
a big hand. 

What has all this to do with the 
subject of bigness? Herewith I 
will expound and elucidate. Young 
John D. Rockefeller got tired of 
setting up hospitals, laboratories 
and foundations. He decided to 
go into the building and show 
business. So he spent some hun- 
dred million dollars on Rocke- 
feller Center. Then he hired Roxy 
to start out and give the biggest 
show in the world. Then he de- 
cided to have the finest restaurant 
in the world. He put it on the 
top floor of the building and 
called it “The Rainbow Room.” 
The finest artists, musicians, en- 
tertainers and singers are em- 
ployed to do their stuff every night 
in this Rainbow Room. You are 
not admitted unless you are in 
evening dress. Considering the ser- 
vice, the prices are moderate, and 
the restaurant is crowded every 
night. In case you do not happen 
to come in evening clothes, Rocke- 
feller has provided an adjoining 
restaurant where you can dine in 
sports clothes if you want to. 


He Laughed Last 


The greatest problem facing Mr. 
Rockefeller was how to rent the 
office space in his building. I 
haven’t a pamphlet about this 
building at hand, but I believe it 
is more than seventy stories high. 
Now the point of this story is that 
when this building was only 30 
per cent rented the whole town had 
a laugh at Mr. Rockefeller. One 
of our most successful shows two 
years ago, “As Thousands Cheer,” 
had a scene with the old gentleman 
John D. being presented with a 
birthday cake by Jr. This birth- 
day cake was Rockefeller Center. 
The old gentleman lédked at the 
cake, asked how much it cost, and 
then rose to his feet with unusual 
vigor and threw Jr. out of the 
window. To sum it all up, Rocke- 
feller Center looked like one of 
the biggest “white elephants” in 
the history of our country. Peo- 
ple were just sorry for John D. Jr. 
But what happened, Jr. just dug 
down into his cash box, produced 

(Continued on page 94) 
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SUPER APEX 


has a zine coating almost twice as heavy as some other widely and 
more or less carelessly advertised lines. 


On top of this zine coating there is baked a coat of high quality 
enamel thus reducing corrosion almost to the vanishing point. 


THE LIFE OF SUPER APEX 
in “Salt Air,” moisture or gaseous laden climates is almost double 
the life of cloth made by the old process. 


STEEL — COPPER — GOLDEN BRONZE — + aaa ALLOYS 
ANTIQUE BRONZE — ALUMINU 


HANOVER WIRE CLOTH Co. 


HANOVER, PENNSYLVANIA 




















RUDD’S ADVERTISED in 


NEW DOOR BRACES | Goop HOUSEKEEPING 


‘ new se Com vd -_ 

creen Door Braces. Suita or 

all sizes and kinds of doors. MM A G A Z : | f 

Write for descriptive catalogue 
* 


CAR PRODUCTS COMPANY 


1213 West 3rd Street - - Cleveland, Ohio 
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Rockford, Ill. Model 800—Airplane Dial, Conses 
Double 8 
. . 7 New York Representatives: Dial Premon Saked Enamel Wine 
fo usa @ Loeb-Stern, Inc., 19 W. 23rd St. ish. Guaranteed for 5 years. 
“Correct in Every Weigh” 





Ask your jobber cou NSELOR 


W. W. CROSS &CO. INC. 
EAST JAFFREY N.H. Bath Room Scales 




















Looking for a Hardware Store? 


THe place to find it is under the heading of Business Opportuni- 
ties in the Classified Opportunities Section of this paper. 


By watching the for-sale ads you'll be reasonably sure to secure a good pay- 
ing business at a fair price or, better still, let the trade know the kind of a 
store you are looking for. 

Classified Opportunities Dept 


HARDWARE AGE 239 West 39th St., New York City 
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CONVENTION 
CALENDAR 


American Hardware Manufactur- 
ers’ Association 71st Semi-Annual 
Convention, in conjunction with 41st 
Annual Convention of the National 
Wholesale Hardware Association, 
Marlborough-Blenheim Hotel, At- 
lantic City, N. J., Oct. 21 to 24 in- 
clusive, 1935. Secretary, Manufac- 
turers’ Assn., Charles F. Rockwell, 
342 Madison Ave., New York 
City. Secretary, Wholesalers’ Assn., 
George A. Fernley, 505 Arch St., 
Philadelphia, Pa. 


Illinois Retail Hardware Associa- 
tion 39th Annual Convention and 
Exhibit, Peoria, Ill., Feb. 4 to 6 
inclusive, 1936. Exhibit: State 
Armory. Headquarters: Pere Mar- 
quette Hotel. C. G. Gilbert, secre- 
tary, 1155 Merchandise Mart, Chi- 
cago, Ill. 


Iowa Retail Hardware Association 
38th Annual Convention and Ex- 
hibition, Des Moines, Iowa, Feb. 11 
to 14 inclusive, 1936. Headquarters 
and business sessions: Hotel Savery. 
Exhibit: Coliseum. Philip R. Jacob- 
son, secretary, Mason City, Iowa. 


Kentucky Hardware and Imple- 
ment Association Annual Conven- 
tion and Exhibition, Louisville, Ky., 
Jan. 21 to 23 inclusive, 1936. Head- 
quarters, business session and ex- 
hibit: Seelbach Hotel. J. M. Stone, 
Room 9, Seelbach Hotel, Louisville. 


Michigan Retail Hardware Asso- 
ciation Annual Convention and Ex- 
hibition, Detroit, Mich., Feb. 11 to 
15 inclusive, 1936. Headquarters: 
Statler Hotel. Business sessions and 
exhibit: Masonic Temple. Harold 
W. Bervig, secretary, 1112 Olds 
Tower Bldg., Lansing, Mich. 


Missouri Retail Hardware Associ- 
ation 38th Annual Convention and 
Exhibition, St. Louis, Mo., Feb. 18 
to 20 inclusive, 1936. Headquarters, 
exhibition, and sessions, New Jeffer- 
son Hotel. F. X. Becherer, secre- 
tary, 2861 Gravois Ave., St. Louis. 


Mountain States Hardware and 
Implement Association 34th Annual 
Convention, Denver, Colo., Jan. 20 
to 22 inclusive, 1936. Headquarters 
and sessions: Cosmopolitan Hotel. 
John T. Bartlett, secretary, 2005 
Mapleton Ave., Boulder, Colo. 


New England Hardware Dealers 
Association 43rd Annual Convention 
and Exhibition, Hotel Statler, Bos- 
ton, Mass., March 11 to 13 inclusive, 
1936. G. C. Small, secretary, 140 
Federal St., Boston, Mass. 
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New York State Retail Hardware 
Association 34th Annual Convention 
and Exposition. Headquarters and 
business sessions at Hotel Syracuse, 
and Exposition at State Armory, 
Syracuse, N. Y., Feb. 11 to 14 in- 
clusive, 1936. John B. Foley, secre- 
tary, 510 Hills Bldg., Syracuse, 
m3. 


North Dakota Retail Hardware 
Association Annual Convention and 
Exhibit, War Memorial Bldg., 
Devils Lake, N. D., Feb. 4 to 6° in- 
clusive, 1936. Louis J. Thompson, 
secretary, 21 Clifford Bldg., Grand 
Forks, N. D. 


Ohio Hardware Association 44th 
Annual Convention and Exhibition, 
Cincinnati, Ohio, Feb. 18 to 21 in- 
clusive, 1936. Business sessions, 
headquarters, and exhibition: Neth- 
erland Plaza Hotel. John B. Conk- 
lin, secretary,, 175 S. High St.. 
Columbus, Ohio. 


Oklahoma Hardware and Imple- 
ment Association 33rd Annual Con- 
vention and Exhibition, Oklahoma 
City, Okla., Jan. 28 to 30 inclusive, 
1936. Sessions and Exhibit: Ma- 
sonic Temple. Chas. F. Nelson, 
secretary, 301 Key Bldg., Oklahoma 
City, Okla. 


Panhandle Hardware and Imple- 
ment Association Annual Conven- 
tion, Amarillo, Tex., Feb. 3 to 5 in- 
clusive, 1936. C. L. Thompson, sec- 
retary, Canyon, Tex. 


Pennsylvania and Atlantic Sea- 
board Hardware Association Annual 
Convention and Exhibition, Balti- 
more, Md., Feb. 24 to 28 inclusive, 
1936. Sessions and Exhibition: 5th 
Regiment Armory. Hotel Headquar- 
ters and Entertainment: Lord Balti- 
more Hotel. W. Glenn Pearce, 


‘managing director, 400 N. Broad St.. 


Philadelphia, Pa. 


Southeastern Retail Hardware and 
Implement Association 22nd Annual 
Convention and Exposition, City 
Auditorium, Atlanta, Ga., May 19 
to 21 inclusive, 1936. H. M. Sim- 
mons, secretary, 317 Ten Forsyth 
Street Bldg., Atlanta, Ga. 


Texas Hardware and Implement 
Association 38th Annual Conven- 
tion, Hotel Adolphus, Dallas, Tex., 
Jan. 21 to 23 inclusive, 1936. Dan 
Scoates, secretary, College Station. 
Tex. 

Western Retail Implement and 
Hardware Association 47th Annual 
Convention and Exhibition, Kansas 
City, Mo., Jan. 14 to 16 inclusive, 
1936. Herbert J. Hodge, secretary. 
Abilene, Kan. 


West Virginia Hardware Associa- 
tion Annual Convention, Greenbrier 


Hotel, White Sulphur Springs, 
W. Va., Jan. 20 and 21, 1936. H. B. 
Clower, secretary, Oak Hill, W. Va. 


Wisconsin Retail Hardware Asso- 
ciation 40th Annual Convention and 
Exhibition, Milwaukee, Wis., Feb. 
4 to 7 inclusive, 1936. Business ses- 
sions and exhibit: Milwaukee Audi- 
torium. George W. Kornely, ex- 
hibit manager, 3374 N. Green Bay 
Ave., Milwaukee, Wis. H. A. Lewis, 
executive secretary, Stevens Point, 
Wis. 


STATEMENT OF THE OWNERSHIP, 

MANAGEMENT, CIRCULATION, ETC., 

REQUIRED BY THE ACT OF CON- 
GRESS OF MARCH 3, 1933 


Of HARDWARE AGE, published every 
other week at Philadelphia, Pa., for 
October 1, 1934. 

State of Pennsylvania, County of Phila- 
delphia, ss. 

Before me, a Notary Public in and for 
the State and county aforesaid, person- 
ally appeared George H. Griffiths, who 
having been duly sworn according to law, 
deposes and says that he is the Business 
Manager of HARDWARE AGE, and that 
the following is, to the best of his knowl- 
edge and belief, a true statement of the 
ownership, management (and if a daily 
paper, the circulation), etc., of the afore- 
said publication for the date shown in 
the above caption, required by the Act of 
March 3, 1933, embodied in section 537, 
Postal Laws and Regulations, printed on 
the reverse of this form, to wit 

1. That the names and addresses of the 
publisher, editor, managing editor, and 
business managers are: Publisher, Chil- 
ton Company (Inc.), Chestnut & 56th 
Sts., Phila., Pa.; Editor, Charles J. Heale, 
9010 150th St., Jamaica, L. I.; Managing 
Editor, J. A. ‘Warren, 265 Bedford Park 
Blvd., New York; Business Manager, G. 
H. Griffiths, 165 Montclair Ave., Mont- 
clair, N. J. 

2. That the owner is: (If owned by a 
corporation, its name and address must 
be stated and also immediately thereunder 
the names and addresses of stockholders 
owning or holding 1 per cent or more of 
total amount of stock. If not owned by 
a corporation, the names and addresses 
of the individual owners must be given. 
If owned by a firm, company, or other 
unincorporated concern, its name and ad- 
dress, as well as those of each individuai 
member must be given.) Chilton Com- 

pany, Inc., Chestnut & 56th Sts., Phila., 

Pa.; John Blair Moffett, 1608 Walnut 

St., ’ Philadelphia. 

3. That the known bondholders, mort- 
gagees and other security holders owning 
or holding 1 per cent or more of total 
amount of bonds, mortgages, or other 
securities are (If there are none, so 
state). None 

4. That the ‘two paragraphs next above, 
giving the names of the owners, stock- 
holders, and security holders, if any, con- 
tain not only the list of stockholders and 
security holders as they appear upon the 
books of the company but also, in cases 
where the stockholders or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting, is 
given; also that the said two paragraphs 
contain statements embracing affiant’s full _ 
knowledge and belief as to the circum- 
stances and conditions under which stock- 
holders and security holders who do not 
appear upon the books of the company 
as trustees, hold stock and securities in 
a capacity other than that of a bona 
fide owner; and this affiant has no reason 
to believe that any other person, associa- 
tion, or corporation has any interest di- 
rect or indirect in the said stock, bonds, 
He other securities than as so stated by 


m. 

5. That the average number of copies of 
each issue of this publication sold or 
distributed through the mails or other- 
wise, to paid subscribers during the month 
preceding the date shown above is..... 
This information is required from daily 
publications only.) 

GEORGE H. GRIFFITHS, 
Business Manager 

Sworn to and er before me this 

Ist day of October, 1935. 
W. Fritz. 


Josep 
Commission expires Feb. 19, 1939. 
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SPEEDY PAINT SPRAYER 








View of Speedy Paint Sprayer No. 850 in work- ELECTRIC 
shop of the Model Home of America, Atlantic City. COMPRESSOR 
Professional type electric spray equipment listing 

as low as $20 and $14. Others $5.00 and up. Auto OUTFITS 
power sprayers list from $2.60 up. Speedy sprayers LIST AS LOW AS 


are professional type for all general painting, var- 

nishing, etc. Low cost makes selling easy. Built 53 $ 

right for long life. 20 and 14 
COMPLETE 


Dealers: Write for complete details, prices and 
discounts. (without motor) 








W. R. BROWN COMPANY - 2014 .N. Major Ave. - CHICAGO 











Sell Them 
by the set 


Sets of 9, 11, 17 bits are tur- 


THE ACID 


Capt. E. Armitage Mc- 
Cann, one of the best- 
known ship model 
builders in the world. 


IT TAKES A GOOD KNIFE TO STAND UP 
UNDER THE STRAIN OF MODEL BUILDING 





PROFESSIONAL model-builder demands a lot of 

a knife, and there are very few knives that Captain 
McCann can use. Remington is one of them. He has 
used Remingtons for many years, and he developed his 
famous “‘all-whittled model” with a Remington. 


nished in compact cases for When men who know knives as well as Captain McCann 


the convenience of the users. 


It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a —- of — —- +. or _a9~ —-- a 
out the value of the case, its gh keeping the bits in order and near a sell fast. Remington Pee Ca. Eee. i. 


hand, preventing loss, etc. 


Forstner Bits are the only bits that are not dependent on a center or a lery Division, De 2, Bri 

level to guide them. They cut from the outer rim. The entire surface is y » Dept. G12,B ridgeport, Conn. 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 


e 
Let us send you catalogues. Order through your jobber or direct. em ij Ta Of, 100-A, a 
Rumspemendinetiieneiimaenll 
i ciaeniaieaaeel heavy-duty 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. can“takethe 
| = bumps.” 


leaving a smooth hole and clean, polished surface. 





use Remingtons, you KNOW they must be good. Why 
not put in a stock—today? You'll find they 


knife that 











Silver Lake Sash 


SUARANTE yR F 


OCTOBER 10, 1935 


Cord y» Lf 



















Rou bealoe N attractive, fast-moving 

a gg item. Descriptive folder 
foyigs' and prices from your 
Ne jobber. 


ae 
THE RAYBESTOS DIVISION of 
Raybestos Manhatten, Inc. 
BRIDGEPORT CONN 
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(Continued from page 90) 

the money and hired the best of- OF ALL KINDS 
fice salesmen in the world. And CARS 

not only that, their renting offices 
were in a beautiful location in the 
building, with decorations that 
were works of art. 

They certainly had a great sys- 
tem. They found out when every- 
body’s leases expired in New York 
City, and then the salesmen from 


ARMSTRONG-VANADIUM 
WRENCHES 










GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. S. A. 





For Men Who Know Fine 
Tools 


Check up in any airline shop, in the bet 
wherever the finest mechanics are ent lnk 





The Original 








314 N. Francisco Ave., 
New York Sales Office: 





CHICAGO, U. S. A. 
109 Lafayette Street 
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This Display Sells Tape 


HE New Slipknot All-Metal 

Automatic Salesman, with 
Stock Bin, holds 48 rolls assorted 
of fast Friction Tape, to 
retail at 5, 10, 20 and 35 cts. per 
roll, This tape is extra adhesive 
—can’t dry out—has greater ten- 
sile strength—edges can’t ravel. 
— and treble your tape 


EPR Sis 





Also SLIPKNOT Double Wear 
RUBBER SOLES on Colored 
Cards with Cement. Finest qual- 
ity rubber. All sizes. Sold through 
Jobbers, Write for details to— 


PLYMOUTH RUBBER COMPANY, Ine. 
Largest Rubberisers of Cloth in the World 
100-206 Revere St. CANTON, MASS. 











into the kits of the true h : 
will find that ARMSTRONG. VANADIGw | Rockefeller Center were on the job “HORSESHOE MAGNET” 
WRENCHES predominate where they really know ° HAMMERS 
and take pride in fine tools. For example in the | trying to secure as tenants the most 
NAT Shops in Chicago, you will see them every- ‘ 
where . . . privately ‘owned tools, selected and | desirable people. If you happened oo yo 
purchased by the mechanics themselves from the nent ets. The best 
local hardware stores and mill supply houses to call and look at an office, they magnet ers on the 
‘Jom : market. Give long and 
Singl didn’t just show you to the door satisfactory service. The 
mgry and forget your name. Oh, no, in Hammer holds the tack. 
RMSTRONG — 
NABI Bes deed. They took down your name, ARTHUR R. ROBERTSON 
biierg ‘ Sole Manufacturer 
Matched address, business, etc., and put you 596 Atlantic Ave., Besten, Mass. 
Sets in their card system. Afterwards, 
from time to time, you not only re- = 
On ceived letters but personal calls a U a D E fo 
Attractive | from the salesmen 
; ” rse le 
Stock Now remember, all of this was Horse & Mu —for 
‘wall Boards , P , Shoes over 
taking place in a time of depres- peasant 100 
Write for Catalog sion, and office space in the Center Hand puddled years 
ARMSTRONG BROS. TOOL CO. i bar iron and 
a no ee bee is not cheap. But the other day I ee aie 


was told by a real estate man that 
their building is now 80 per cent 
rented. To get back to my theme 
of “bigness,” here was a big build- 
ing, a big restaurant and the big- 
gest show in the world, and the 
whole outfit, instead of being an 
expensive birthday cake, is now a 
profitable investment. Probably a 
small enterprise, running into the 
obstacles that beset Rockefeller 
Center, would have gone on the 
rocks. 

The United States itself is’ a 
pretty big show. It is a country 
of big things, a country of wide 
distances. In the very nature of 
the case the United States tends 
to the development of large indus- 
tries and big ideas. Just consider 
the bigness of our automobile de- 
velopment, of our steel mills, of 
our textile mills, of our railroads, 
and of our miles and miles of 
hard, concrete roads, spanning the 
continent from North to South 
and East to West. After all that 
may be said against bigness, it 
must be remembered that the pres- 
ent big industries of this country 
were once small, and they have 
grown to bigness because in their 
beginnings and all the years since 
they have given better service than 
the others. 





























BURDEN IRON COMPANY 
TROY, N. Y. 












YF CLIPPERS 


The “Ansonia” 
Good looking, thoroughly 
dependable cli re- 
taling at 10¢! y = 
designed counter 
comes loaded with 12, 
and sells them. At your 
jobber’s. Catalog price 
sheet on request. 


The H.C. Cook Co. 


Ansonia, Conn. 


COOKS(_— CHM NAIL 





© is merely the transmission of 
® the intentions and purposes 
© of the management through 


© the staff to the customers 





HARDWARE AGE 





